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construction, which embodies Controlled in the magazines your customers read ... 
Serrations, that mean filing production these advantages make it easier than ever 
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Add the New No. 2 BEAVER 
to your 1938 Stock! 


1 It is competitive in price—but offers new and better service 
features to your customers. 


2 The patented diehead construction has side openings between 
the dies—for chip clearance and easy oiling. 


3. The die segments are rectangular in shape—with no weakening 
offset to break off due to water cracks in heat-treating. Dies 
securely held in position. Dies can be inverted for threading 
close to walls. 


4,, The No. 2 BEAVER is most attractive in appearance—orange 
ratchet, cadmium plated handle. Diehead is rust-proofed 
with chrome-plated and polished top ring. Flat-headed 
screws, countersunk. 


No. 2 BEAVER patented dieheads are interchangeable in a 
number of similar tools of the same type. 


6 These dieheads use No. 3 Beaver die segments—duplicate 
e 
stocks of dies unnecessary. 


BEAVER PIPE IQDLS 


138 MILLS AVE. Quality Tools — Since 1900 WARREN, OHIO 
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With which is consolidated Industrial 
Distributor and Salesman, and Mill 
Supply Salesman founded by Ernest 
H. Smith. 
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National industrial advertising ... wholehearted coop- 











eration with the industrial distributor... products 
whose efficiency and economy keep them sold... 
these are some of the factors of our distributor policy 
that make it well worth while to concentrate on Morse. 


— oS TWIST DRILL & MACHINE CO., NEW BEDFORD, MASS., U. S.A. 
IM @~ R A New York Store e Chicago Store 
¢ — . 130 LAFAYETTE ST. 570 WEST RANDOLPH ST. 


E MORSE LINE INCLUDES HIGH SPEED AND CARBON DRILLS - REAMERS - CUTTERS - TAPS and DIES - SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 
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@ The fact that present users of Link-Belt Power 
Transmission Equipment are “sold” on their quality is 
the foundation on which to build new business and 
greater profits from this line. Start increasing your 
customers for this equipment now and make perma- 


nent users out of them, too. 

It is the line that has set new standards 
in dependability, efficiency, appearance and 
economy. It includes anti-friction and babbit- 
ted bearings, take-ups, clutches, couplings, 
collars, pulleys, gears, hangers, etc., as well 
as a full line of positive drives—silent and 
roller chain drives, speed reducers and vari- 
able speed transmissions. Send for Catalogs. 


LINK-BELT COMPANY 
2410 West 18th Street CHICAGO 
Offices in Principal Cities 7249 
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LINK-BELT 


POWER TRANSMISSION 
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DROP FORGED STEEL 


SOCKET WELD ELL 








SOCKET WELD TEE 


/ 
SOCKET WELD FITTINGS 


That same “drop-forge” quality, heretofore obtainable 
only in Vogt screwed fittings, is now available in Vogt 
Socket Weld Fittings. The material in these fittings is 
uniform in structure, fine grained and free from porosity. 
Because of the similarity of materials in fittings and pipe, 
it is easy to obtain sound welds. 


Vogt Socket Weld Fittings offer these distinctive ad- Aw 
es 
vantages; ’ 


1. Socket for pipe assures positive alignment before and 
after welding. 








2. No weld “icicles” can clog pipe interiors. 


P 3. Bore of fittings matches I. D. of pipe. 
e 
4. Extra margin of strength and safety because they are 
DROP FORGED BY VOGT. 


Available from stock in a full range of sizes. 





HENRY VOGT MACHINE CO., Incorporated LOUISVILLE, KY. 


NEW YORK + CHICAGO + CLEVELAND + DALLAS + PHILADELPHIA + KANSAS CITY 
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adequ ate Range, adequate Power 


Why must every correctly designed bolted 
assembly include a device possessing all three 
of these essentials? Because it must combat 
the unceasing forces of wear and vibration. 
It must have Live Action—constantly func- 
tioning with adequate power over a sufficient 
range. Only a helical Spring Washer fulfills 


these requirements. 


SPRING WASHER INDUSTRY 


616 RIGLEY BUILDING e CHICAGO e ILL. 
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great gums! 


2500 Candy Drops per Minute 
Is a Lot of Candy Drops 


. .. And you can just bet that a 
machine delivering that kind of pro- 
duction is working plenty fast! It has 
to have dependable lubrication — and 
clean lubrication. Which is why the 
Beechnut Packing Company uses 


Candy drops everywhere, but not a drop of oil! 


Alemite Guns and Alemite Fittings. 
Your customers will be reading the 
Beechnut story this month in leading 
trade magazines. The big two-color ad 
will look like the opposite page, but the 
copy will be aimed right at the men 
who spend money with you! 


Hot Tips for Extra Earnings 
Wherever Air and Water 
Are Used 


The tips referred to are Alemite 
Flex-Tips — the handiest valves ever 
devised for use as nozzles on air or 
water lines. Flex the hose and the valve 
is open! Let go, and it’s closed! Sell 
Flex-Tips for drying operations — for 


OPENS BY FLEXING HOSE 


blowing off waste — for washing floors 
— for filling car radiators — wherever 
air or water is used. 

Flex-Tips cut air and water bills. 
They can be dropped without damage. 


Gasoline and oil can’t hurt them — not 
even cutting oil. No packing glands. No 
handles. Sell Flex-Tips on every call 
for extra profits. 











Selling Ammunition for 
the Mill Supply Salesman — 


He's doing it three times as fast! 


Albany Felt Company Says: 
“67% Saving Conservative” 


Textile mills right in your territory 
will be reading amazing facts about 
Alemite’s record in the plant of the 
Albany Felt Company—Alemite’s full- 
page, two-color ad in leading textile 
books this month and next, telling 
about a 67% saving in lubrication time! 

As agreed, layout and copy for the 
ad were sent to the officials of Albany 
Felt for their approval before publica- 
tion. Comes a letter granting the ap- 
proval, with the comment, “67% sav- 
ing is a very conservative figure!” 
Which is pretty potent selling material ! 


Hangs on Like a Bulidog 
Even with 18° Twist! 


Here’s another advantage that 
makes for smooth selling when you’re 
showing the Alemite Hydraulic Gun! 
When it’s attached to the Alemite 
Hydraulic Fitting, the gun can be 


twisted as much as 18° in any direction 
without affecting the leakproof seal ! 
This is a big help in lubricating high 
or awkwardly placed fittings, because 
“angular application” is easy. 





Finds Way to Get Started with 
Important Industrial Accounts 

Howard Beacham is a mill supply 
salesman for Clark Whitbeck Co., of 
Schenectady, N. Y., who has gone to 
town in a big way with Alemite. He 
says in a recent letter: “Alemite is an 
excellent line to use in getting started 
with important industrial accounts. 
Almost invariably after opening an 


Alemite helps Beacham reach ’em! 


account with Alemite Equipment and 
Lubricants, I have been able to sell 
that same account other supplies.” 
Beacham is only one of hundreds 
who are “going to town” with Alemite! 


Only One Lubrication System 
Has this Leakproof Seal 


When the jaws of the Alemite 
Hydraulic Gun grip the cyanide-hard- 
ened head of the Alemite Hydraulic 
Fitting, you have a seal that’s abso- 
lutely leakproof. No other lubrication 


system provides such a seal. That’s 
why food manufacturers (like Beech- 
nut) and textile mills (like Albany 
Felt) prefer Alemite Lubrication. It 
can’t contaminate their products, ma- 
chinery or floors! It’s a mighty strong 
talking point! 





ALEMITE — A Division of Stewart-Warner Corporation, 1886 Diversey Parkway, Chicago, Illinois 
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“,.. that’s Spanish for V-Belts 





T’S German. It’s Italian. It’s 
French ... because the world 
goes to Gilmer for V-belts—Gilmer “V’s” are the 
belts the world wants. That Gilmer grip has 
made them “the best-known V-belts in the world.” Only Gilmer V-Belts give you 


It means POWER in any man’s language. these 5 FAMOUS FEATURES 
Gilmer V-Belts are good belts. Belt engineers 
‘ . . Top Tension Rubber 

build them, on the world’s largest assortment 

of V-moulds. There’s money in Gilmers because » ere Seeee Say Cae 

Gilmers sell. Their POWER pulls profits your way. 


. Heat-resisting Bottom Rubber 


-REE seat Catalogue — FREE . Triple-life Double Jacket 
3 H. GILMER COMPANY, Tacony, Philadelphia . Pre-tested Matched Working Lengths 


RU FABRIC BEl SPECIALISTS 
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The Smallest, Lightest 
Half-Inch Electric Drill 


“The greatest electric tool sales builder ever offered!” 
That's what distributors throughout the country are say- 


ing about the new Thor U44 half-inch electric drill. 


Announced just one month ago, the U44 met with imme- 
diate approval. Leading distributors from coast to coast 
have already begun vigorous campaigns to get their share 
of the increased sales and profits this sensational new 
tool will bring. Hailed as the perfect answer to the demand 
for lighter, smaller tools, the U44 is a real boon to the 
industrial trade. 


Comments like these given here, typical of the reception 
accorded the U44, testify to the genuine enthusiasm this 
great new half-inch drill has aroused among astute dis- 
tributors. 


FOR PRODUCTION O 
MAINTENANCE 


The new Thor U44 is 

heavy duty drill, designe 
for continuous service o 
hard production jobs. I 


addition, its light weigh Ne NEW YORK, N. Y.—Wm. Hansen, president of } 
and small size give it port ’ ‘ ; 
ability and carrying eas 4 hattan’s alert Hansen & Yorke, discusses the 
that make it unequalled for “4 

Thor U44 with Salesmanager John Hansen. 


maintenance. 
leaders in design in electric tools are Thor engin 
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The U44 is another Thor engineering achievem 











“ee 
( = 






F. M. Summers of big SEATTLE, WASH. — V. E. Rabel (holdin 
sident of far-flung Hajoca Corp. and Wm. A. Pritzlaff Hdw. Co. teJls)W. A. Caughey of his and I. B. Rabel. executives of the no 
cht President olan U44 sales vroagram plans for the U44 “tettiaht weight and small Cert Se tee 
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Fu 44 1,” ELECTRIC DR 


Pa PITTSBURGH, PA.—L. W. 

: Lashbrook, (right) Sales Man- 
ager of able Frick-Reid Sup- 
ply Corp., and Wm. Frantz, 
his assistant, map out their 
U44 sales program. “It's the 
year’s outstanding electric 
tool development. It fills a 
long felt need.” 
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“YOU PROFIT Mosz BY SELLING CLIPPER HOOKS. . 


THEY ARE THE Best—AND- THE Most Widely 
ADVERTISED,” Says COL. CLIPPER 


The Reinforc- 

ing Strip is 

an outstanding 

sales feature. It 
strengthens the card- 
ing—holds hooks 

in perfect alignment. 
Card is cut without waste 
—unused portion of the card 
is preserved for future lacing. 


“BELT 


LACING 


USTOMER preference for 
Clipper Belt Lacing Hooks 
and Lacers is outstanding. 


There are two basic reasons 
for this: 


1. Clipper Hooks and Lacers 
have proved their top quality 
through years of service. To- 
day 3 out of 4 industrial plants 
use them. (National average.) 


2. Belt users are kept contin- 


uously informed of the operat 
ing advantages of Clipper prod 
ucts by the most aggressive 
advertising campaigns in the 
industry. 


It is easy and profitable for you 
to push the sales of the belt 
lacers and hooks which the most 
buyers want—Clipper! In so 
doing you create steady, profit- 
able repeat business. 


CLIPPER BELT LACER COMPANY, Grand Rapids, Mich.,U.S.A. 


assde 
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@ An Atkins Saw stays on the 
job long periods between filings, 
turning out more work by keep- 
ing steadily at it. This is contin- 
uous performance, the finest 
quality you can buy in a saw. 
All the values put into Atkins 
Saws by our expert staff, equip- 
ment, and highly trained factory 
men come to you combined, in 
the speed of the “teeth that bite” 
-—the power of each tooth as it 
strikes—and the stamina of 
Atkins Saw Steel—All summed 
up in two words, continuous 
performance. 


Next time you choose a saw, 
remember what you really want 
most of all is reliable perform- 
ance, continuing when other 
saws are out of the running—So, 
ask for an Atkins. 


To those who will buy Atkins Saws 
for re-sale, their continuous per- 
formance for over 8O years as mer- 
chandise is impressive. Take it as 
an emphatic reminder to stock the 
dine in a full assortment of styles, 
sizes and prices.—E. C. Atkins and 
Company, 420 South Illinois Street, 
Indianapolis, Indiana. 


SAW TOOLS, MACHINE KNIVES, ETC 
“TEETH THAT BITE 


E.C. ATKINS AND COMPANY «+ INDIAN 
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OF OUR DISTRIBUTORS AND THEIR SALES- 
MEN—ALL OF WHOM HAVE FOUND THE 
SALE OF LUBRIPLATE LUBRICANTS HIGHLY 
PROFITABLE AND EXTREMELY VALUABLE IN 
ADDING NEW ACCOUNTS ON THEIR BOOKS. 
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YOU, TOO. CAN BUILD PROFITS AND DO A 
GREAT SERVICE TO PURCHASERS OF LUBRI- 
PLATE LUBRICANTS BECAUSE: 


canreat Hew YOR! 
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ARD SUPPLY & EQUIPMENT CO 


OF NEW JERSE’ 





W. FLOYD JACKSON 


DU PONT BUILD! 













D RAILROAD £UPPLIES * 


1. LUBRIPLATE lubricants produce a wear 
resisting, load bearing film on working ma 
chine parts. LUBRIPLATE lubricants actually 

prevent rust and corrosion. 













FARR & READ ! 
Prantl AND OISTRIG 





Metal Lubricants Company 
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2. LUBRIPLATE reduces friction, power and 
upkeep costs to a minimum. LUBRIPLATE 
has exceptionally long life; therefore, it is 

definitely much cheaper in the long run. 
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WRITE TODAY FOR COMPLETE SALES PROP- 
OSITION. A FEW TERRITORIES STILL OPEN. 
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FISKE BROTHERS REFINING CO. 


(Established 1870) 


129 LOCKWOOD STREET NEWARK, N. J. 
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New Jersey Engine 








Dany WCE Supply Co. 
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J.RUSSELL & COMPANY, » 










SEITHER & ELLIS. Inc. 


PIPE. VALVES 
Firrines 














Laws Supply Company 
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The HEADS of the CLASS 





@ Look at those heads... full, accurately shaped, 


strong. They hold wrenches and screw drivers with- 
Bolts and nuts in all standard 


pre disor cen onage a out slippage. They seat perfectly and hold in wood 


and finishes, Standard and or in holes provided in metal. They speed up 
special rivets of all kinds. assembly. They help to produce better products. 
Wire rope clips. Turnbuckles. 


pent Aas, naira Full heads, strong shanks and clean, free-running 

special items. Headed and threads are three big reasons why Republic Upson 

threaded products for every use. Quality bolts, nuts, rivets and other items are the 
“class’’ of headed and threaded products — three 
big reasons why your customers prefer them. 


stee. 








When writing Republic Steel Corp. for further information please address Department MS. 
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Mitt SUPPLIES 


E. J. McOSKER 4 
Editors 


JOHN J. WELCH 


RESOLVED 
for 1938 


IT 1S INTERESTING TO REFLECT that what is This is regrettable, but not too dangerous 





going on in the world today is similar to 
that which went on in certain quarters of 
the industrial supply field some time ago. 
Obviously an idea still prevails that before 
there can be brotherhood there must first be 
a bashing of heads. 


If, as is said, distributors have gone 
through the head-bashing stage, have put 
all that behind them, then they may take 
pride in being just that much more civilized 
than the world around them. But the word 
‘if’? stands out. The fact remains that the 
new brotherhood of supply men has not yet 
been tested under stress and strain. And 
it is just possible that this brotherhood may 
be forced to meet that trial forthwith. 


This period we are now going through, 
call it relapse or recession or what you will, 
has its merit in that it may offer a proving 
ground to test what we have learned. Have 
we really absorbed the lesson that profit 
ranks ahead of volume, that the industrial 
buyer at heart rates quality ahead of price, 
that the best commodity the distributor has 
to sell is his service? 


In other fields it has taken only a few 
puffs of the Big Wind to disclose that the 
houses which had been rebuilt were not as 
strong as the claims made for them. Despite 
all the big sticks set up by such depression- 
born legislation as the fair trade act and the 
price maintenance measure, you can still buy 
a radio, typewriter or case of scotch for 
prices trimmed to meet whatever conditions 
the competition imposes. 


for distributurs if they can continue to be 
mere onlookers. The big hazard is that some 
few individuals may become panic stricken 
and stampede. Once that happens, once 
indiscriminate price cutting comes back to 
the supply business, trouble will pile up for 
the just and the unjust alike. 


Right now, just for good health’s sake, 
let’s recall what we have discovered and 
proved so thoroughly many times before 
that the buyer of industrial products is more 
concerned with what he gets than with what 


he pays. He is as receptive to the argument 
for quality as you are when you set out to 
buy eggs or shoes. And it is embarrassing 
but true that when price consciousness does 
enter and dominate the buyer’s mind, it is 
usually because some salesman put it there. 


The New Year, especially with all its 
uncertainty, is an excellent time to inventory 
the progress that has been made and to 
study ways of adding more progress. Cer- 
tainly nothing can be added by a return to 
the merchandising barbarism that flourishes 
now in other fields. And perhaps no sug- 
gestion could contain better advice for the 
rank and file of distributors than, ‘‘ Just 
keep on what you’re doing. . 
of «.”” 


. and do more 


It might help, too, to write this resolution 
down on your brand new desk pad: 

‘Resolved for 1938— 

‘*T will fight my competitors as vigorously 
as ever—but with better selling and service, 
not better prices.’ 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited 


4 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


va 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


a 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 











Distributors have found that their affil- 
iations with Republic marked a definite 
change for the better in their mechanical 
rubber business. 


The Republic 5-Point Policy brought 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold 


- 


them complete factory cooperation--elim- 
inated any direct or indirect competition 
with their source of supply. 

With complete lines of mechanical rub- 
ber products--widely advertised and 
known everywhere tor their exceptional 
high quality- they were able quickly to 
show a good increase in sales. Active 


sales cooperation and prompt factory ser- 





vice played a large part in boosting their 


profits. 


REPUBLIC RUBBE 


a OF LEE RUBBER AND 
Division TIRE CORPORATION 
Manufacturers of HOSE 


HIO 
BELTING e PACKING YOUNGSTOWN, 0 


MOLDED PRODUCTS * LEADERSHIP IN POLICY; PRODUCT AND PERFORMANCE 
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RYE MEETING NOTEBOOK: Supply business can go plumb to 
pot but we know three fellows wh@ may still make a good living out 
of vaudeville...They are Bill Purtell (Holo-—Krome & Billings—Spen- 
cer) and Herb Ladds (Sweet’s Steel) hoofers, and Harold Buzby 
(Keystone) jew’s harp wizard...Their impromptu performance the 
first night at Rye brought down the house...And not one brick at 
a time, either... WARNING: If a youngish-looking little fellow from 
Boston wants to bet that his age is greater than yours grab your 
money and run!...He is A. P. ‘‘Perley’’ Chase (Chase-Parker) age 
5) and nary a gray hair to be found...Keeps young by frequent golf 
matches with Francis Ouimet (at no handicap), owns a piece of the 
Boston Bruins hockey club. . .and probably eats Wheaties. 


MEETING’S MYSTERY: What happened to put that adhesive tape 
on the nose of Roger Tewksbury (Oster) ?...The elub corridors looked 
something like hospital halls in Shanghai...What with Roger's taped 
proboscis, Fred Noyes (Larcher—Horton) hobbling on a cane, Lou 
Knouse (Stanley) wearing a bandaged thumb and Carter Bond 
(Charles Bond Co.) some fingerless protective gloves...The latter 
probably a guard against wear and tear due to excess handshaking 

.Second day of the meeting was Alvin Smith’s (Smith—-Courtney) 
63rd birthday. 


NOTE TO WIVES AT HOME: The above is just fietion to fill 
space...Aetually it was a-quiet, business-like meeting, very wearing 
on your husbands who are to be commended and given sympathy for 
tearing themselves away from home ties and fulfilling this duty. 


WILL IT BE a cruise convention in °39?...This rumor spread like 
a tidal wave over the Rye meeting...Havana, Nassau and Bermuda 
were the most mentioned objective cities...If you like the idea talk 
it up before the Pittsburgh convention...AND SPEAKING OF 
PITTSBURGH: Better get your reservations in now to avoid incon 
venience and insure right accommodations for the big event next May. 


HOW MANY in the elass knew that the nickname of T. Walker 
Lewis (Lewis Supply Co., Memphis) was ‘‘Hoss’’?...He earned it 
at Virginia Poly...Where he eaptained the V.P.I. football team that 
beat Yale. . .And was the only V.P.I.’er to make All American. . 
These things we learn from a recent piece called ‘‘ Flowers for the 
Living’’ appearing in a Memphis paper...Other facts you’d probably 
like to know about ‘‘Hoss’’ are that he completes a normal half 
day’s work before most of us reach the office...Is past-president ot 
Memphis Rotary...Devotes his boundless enthusiasm to aiding such 
causes as Y.M.C.A., hospital for erippled adults, community fund, 
Boy Scouts, Girl Scouts...And before he asks anybody for money he 
contributes generously himself...The ‘‘T.’’ stands for Thomas. 


A FOOTBALL POOL of $2350 was recently won by J. R. ‘‘Jack’’ 
Trimble (Hajoca, Bethlehem, Pa.) so our operatives tell us...Evi 
dently the pool organizers discovered too late that there was a 
‘‘ringer’’ in their midst...For Jack has considerable football in his 
backeround...And this year kept posted on the sport by refereeing 
such games as Army-Yale, Princeton—Dartmouth and St. Mary’s- 
Fordham. 


MAYBE IT JUST HAPPENED that way, but the dessert on the 
menu of the Power Transmission Council's banquet last month was 
called ‘‘ Bombe Roosevelt’’. J.d. W. 
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"Hoss" Lewis in action 
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A tough meeting, Dear Wife! 


A “ringer” in their midst... 
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This big crowd turned out for the annual 

dinner of the Power Transmission Council 

December 2 at Hotel Roosevelt, in New 
York 
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Highlights This Month 


Determined to resist price cut- 

ting and strengthen cooperation as 

ew branch warehouse which has been opened at Fall their two-point program to lick 
River, Mass., by Congdon & Carpenter (Providence) the recession before it gets started 
distributors and manufacturers 

meet at Rye, N. Y. (See Page 22) 


PTC banqueteers hear Dr. Har- 
vey N. Davies, president of Stevens 
Institute, Glenn Griswold, publisher 
of Business Week, and W. W. 
French, Dodge Manufacturing Co., 
at annual dinner December 2. 
(Story in news section.) 


Salesmen are found generally opti- 

mistic for 1938, pointing to indus- 7 Xg a 

tries which should show improve- Memphis lost a well-loved citizen and the 
aienie : J. E. Dilworth a congenial worker when 

ment, according to survey by In- Asa L. Stamps, purchasing agent, died of 

dustrial Selling. a heart attack. (Story in news section) 


Good cheer over-shadowed 

business talk as factory men 

got together with the bunch at 4 

Franklin Hardware, New York, ’ Y 

for an annual Christmas party . 
on December 17 . 
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The "Keystoners," a new group : > 

of manufacturers’ men working wy 

in Philadelphia and Pennsyl- 

vania, seen in their first meet- 

ing at Llanerch Country Club 








Effective December 15, 1937, 
Edward J. McOsker and John 
J. Welch became co-editors of 
Miu Supp.ies, relieving James 
A. Channon to devote his full 
time to the managership of 
that publication. 

Mr. MeOsker will continue to 
make his headquarters in Chi- 
cago, thus assuring continued 
experienced editorial contact 
with the large western and mid- 
western industrial market. Mr. 
Welch will make his headquar- 
ters in New York. 

Mr. McOsker, a member of 


) New 











Epwarp J. McOskEer 


the Mitt Svuppuies staff for 
twelve vears, graduated from 
Notre Dame, School of Jour- 
nalism, Class of 1917, and spent 
two years in the service as a 
Captain of Infantry. After 
several years as a newspaper 
man and publisher of the em- 
ployes’ mazagine of the Elgin 
National Watch Co., ‘*Mae’’ 
joined the Mit. Suppuies staff 
under Clay Cooper. 

Mr. Welch, although a com- 
parative newcomer to the in- 
dustrial supply field, is ideally 
fitted to team with MeOsker by 


ona MEMEO S 
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a rich experience in publishing 
and merchandising. 
ing from the 
Minnesota Sehool of Journal 
ism in 1926, Mr. Welch workee 
on the St. Paul Pioneer Press 
Des Moines Register and Trib 
une, Evanston News-Index anc 
Chicago American before join 
ing the staff of 
Thomas, advertising 
Just prior to joining the edi 
torial staff of Mitt Supp.ir: 
in 1936, he had been the editor 
of two Chicago business pa 


Graduat 
University of 


Lord and 


agency 


Mason Brirron 
Vice-Chairmaw 


pers. 


JoHN J. WELCH 
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at Rye Meeting 


RECESSION 


Urged by Distributors and Manufacturers 


a 





"The manufacturer must set his schedule 
and then defend it'—H. F. Seymour, Col- 
umbian Vise 


Firm Prices and Cooperation Are the Precautions 


\\g ET’S HAVE PROSPERITY, 

not depression . . . let’s work 
together to win the one and over- 
come the other!” That was the 
fighting, cooperative spirit of de- 
termination which dominated the 





















“Buy as you sell"—Dan W. 
Northrup, Henry G. Thomp- 
son Co, 





"We are not over-inventoried, 

not too deeply in debt'—VJ. 

H, Williams, J. H. Williams 
Co. 





be 


tell, Holo-Krome, 





"Stand firm on resale prices" 
—L. M. Knouse, Stanley 









"Look for the price level to 
maintained"—W. A. Pur- 


Spencer 


mid-year meeting of eastern mem- 
bers of the National and American 
associations at Westchester Country 
Club, Rye, N. Y., December 8 and 9. 

Expressions of firm faith in the 
future were combined with active 
sentiment for a tighter band of 
unity in the distributor-manufac- 
turer team. Undaunted were the 
visitors by present conditions, 
which were regarded almost unani- 
mously as “only a temporary soft- 
ening of the business picture”. The 





"We must be prepared to raise our stand- 
ard higher"—Charles E. Curtis, Western 
lron Stores 


Billings & 
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Starting with Hes Kuhn, left, (Hardware & Supply, Akron) and 
H. F. Seymour (Columbian Vise); 
Armstrong (Armstrong Bros.) T. C. Ulmer (Theo. C. Ulmer, 
Philadelphia); Hank Austin (Armstrong Bros.) H. T. Duke (Min- 
Bill Ryan (Cutter, Wood & Sanderson, Cam- 
Herb Ladds (Sweet's Steel) 


reading clockwise: 


nesota Mining); 


bridge); 


greatest danger during conditions 
like those current, it was agreed, is 
that of haphazard price cutting by 
individuals who may get panicky. 
One positive way to ward off such 
a stampede was suggested by D. W. 
Northrup, Henry G. Thompson Co., 
who urged: “Buy as you sell. Ef- 
forts to force ‘down the seller’s 
price, if it is a right price, can lead 
to serious consequences.” Mr. 
Northrup, who was one of four 
manufacturers called upon to dis- 
cuss prevailing conditions, added, 
“No one wants to see his selling 
price reduced. I hope the selling 
executives who believe in this will 
take the same attitude when it 
comes to buying. If the steel man 


G. F. R. Bahnson (Wm. H. Taylor); 


Bill Todd (Somers, Fitler & 
Todd); C. S. McElyea (Wm, H. Taylor); Dan McMahon (Quigley) 


compare notes on the business outlook 


Horace 


cuts his price, the factory will take 
an inventory loss, and will in turn 
pass a reduction on to the distribu- 
tor who will likewise take a loss. 
If we determine to ‘buy as we 
sell’ I believe that prices will stay 
on an even keel.” 
Supporting Viewpoints 

Another viewpoint on the situa- 
tion of today was added by W. A. 
Purtell, of Holo-Krome Screw Corp., 
and the Billings & Spencer Co., 
who said, “Unless there is a con- 
tinuance of this recession—and I 
don’t believe there will be for any 
great length of time—we cannot ex- 
pect the cost of labor and materials 
to go down. Consequently, I think 
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General view of the meeting room. 
Hal Wright (Nicholson File); 
liams Co.) and Wm. Jeffery, counsel for Hack Saw manufacturers 





At left, Carter Bond (Chas. Bond Co.) and clockwise: E. B. Hunn 
(C. S. Mersick, New Haven); 
Providence); Art Klebes (Smith & Klebes, New Britain); Charley 
Jordan (Parker Bros.); 

made up exclusively of New England visitors 


E. M. Rayhill (Rayhill & Green, 


Jack Cribben (Chas. Parker)—a table 


we can safely look for the present 
price level to be maintained. If it 
is, we cannot be hurt seriously.” 

A third business “prophet”, J. 
Harvey Williams of the J. H. Wil- 
liams Co., rendered the opinion 
that, “Our prices are based on 
costs, and these are still quite high. 
I will admit that I felt the same 
way in 1930. But conditions today 
are different than those existing 
then. We are not over-inventoried. 
We are not too deeply in debt.” 

L. M. Knouse, Stanley, was the 
fourth seer to canvass the outlook. 
“Speaking specifically on the elec- 
tric tool business,” he said, “let it 
be pointed out that here is a busi- 
ness far removed from the basic 


Seen in foreground are: 
J. Harvey Williams (J. H. Wil- 
































































materials. And the farther you get 
away from base materials the more 
stable your rates will be. Increased 
taxation, set overhead and labor 
costs still dictate prices. Now is 
the time distributors should stand 
firm on resale prices. You’ve got 
to have the profit that is set up for 
you in order to meet these costs 
which we all must bear.” 

While price structures were 
under consideration, some authori- 
tative facts about the Miller- 
Tydings price maintenance act 
were given by William P. Jeffery, 
counsel for the Hack Saw Manu- 
facturers’ Association. 

“Down through the history of 
trade laws,” said Mr. Jeffery, “the 
quality and morality of business 


Speakers, reading from top 
down: Jules F. Sorzano, 
Wailes, Dove-Hermiston; 
Wm. P. Jeffery, Hack Saw 
Manufacturers’ counsel; P. 
C. Ridings, Syracuse Supply 
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hold a confab. 


men has been higher than the 
standards set by government. Now, 
the new philosophy expressed in the 
Miller-Tydings act is, ‘previous re- 
strictions on you (against making 
trade agreements) are withdrawn’. 

“A manufacturer does not have 
to make a contract with every pur- 
chaser. Make it with one in a state, 
let the existence of that contract 
be known and it is binding on all 
others in that state. However, it 
will not be possible to let A, B, C, 
and D ignore the provisions of the 
contract and expect to crack down 
on E. 

“There has been some clamor for 
‘teeth in the law’, but let’s remem- 
ber that when you place restrictions 
on your competitor, you must also 


J. Harvey Williams (J. H. Williams Co.), H. E. Dickerman 
(Chicago Belting) and Ray Smith (Boyer-Campbell, Detroit) 


Below: general view at luncheon. In fore- 


ground are Bob Page (Henry Walke, Norfolk); P. C. Rid- 
ings (Syracuse Supply); Andy Carey (Carey Machinery & 
Supply, Baltimore) and Bill Todd (Somers-Fitter & Todd) 
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submit to restrictions yourself... . 
The better way is to regulate your- 
selves ... a much better way than 
permitting yourselves to be regu- 
lated by law makers who may not 
be sympathetic of our problems.” 

In answer to a question from the 
floor concerning the teeth already 
written into the Miller-Tydings act, 
Mr. Jeffery added, “The good part 
of this law is its lack of teeth. State 
laws have the teeth, the federal law 
merely ‘enables’. There is sufficient 
power granted to permit full en- 
forcement (in any of the 42 states 
now having fair trade laws) by any 
manufacturer who is serious about 
wanting to do so.” 

However, it developed in further 
questions that, so far as is known, 
no manufacturer has yet written a 
price maintenance contract with an 
industrial distributor. What, then, 
about the maintenance of prices in 
what might easily develop into a 
falling market? A viewpoint on 
this was contributed by H. F. Sey- 
mour, Columbian Vise, who, in talk- 
ing on “Cooperation”, analyzed the 
matter of delegating responsibility 
for maintaining resale prices. 

“My feeling is that this matter 
is up to the manufacturer,” said 
Mr. Seymour. “He must set his 
schedule and then defend it. If a 
distributor deliberately cuts a price, 
withdraw your price to him.” 


Selectiveness Urged 


Again the topic of selective dis- 
tribution, which has been bobbing 
up with increasing frequency of 
late, came to the front. This time it 
was adequately presented in a paper 
by Charles E. Curtis, Western Iron 
Stores Co., who first quoted from 
a number of letters in which dis- 
tributors expressed their opinions. 
“We should not delay, but heed the 
clarion call for action,” said Mr. 
Curtis. 

“I am quite mindful that selective 
distribution can be realized only 
when distributors can ‘come into 
court with clean hands’. We have 
much to perform to qualify for 
selective distribution. But we are 
now ready to face the facts and 
eliminate those practices on our 
part inimical to the manufacturer 
and to each other, and thus lay a 
permanent foundation for intelli- 
gent and economical distribution. 
We must be prepared to raise our 
standard higher and give to the 
manufacturer that same assistance 
(Continued on page 123) 


























Every governmental unit, fed- 
eral, state or local that requires 
equipment or supplies for mainten- 
ance of buildings or the operation 
of its functions must set up some 
form of procedure for the use of 
public funds. In general the idea 
of centralized purchasing is being 
developed and followed. For ex- 
ample most cities, counties and 
states have set up procurement of- 
fices through which all buying for 
the needs of the various depart- 
ments is handled. The policy under- 
lying public buying is to make the 
procedure conform to the best 
standards used in large industrial 
organizations, and the management 
to be as efficient. However, because 
public money is involved, safe- 
guards have been set around its use 
and these safeguards are beneficial 
alike to the public and to the pur- 
chasing agency, even though they 
may seem to be so much “red tape,” 
to the salesman. 

It is becoming the rule, rather 
than the exception, that public buy- 
ers have some experience in pur- 
chasing before they take over their 
responsibilities, and more and more 
is the personnel being selected from 
business, and the office placed under 
Civil Service. Many public buyers 
now are active members of the 
National Association of Purchasing 
Agents, attend the conventions of 
that body, have group meetings of 
their own and discuss in forum 
fashion their particular problems. 
Among the many who have attained 
more than local prominence may be 
mentioned Russell Forbes of New 
York City, Walter Kirkman of the 
State of Maryland, and Joseph 
Nicholson of the City of Milwaukee. 
The same development in purchas- 
ing is being made in local public 
school systems where advancement 
in methods and experienced per- 
sonnel have accounted for efficiency 
and iarge savings in public funds. 

In general, public buyers operate 


BUYING FOR 





Last February, in a MILL SUPPLIES 
article that described sales opportuni- 
ties in public and private schools and 
colleges, Mr. Ernst briefly touched on 
the safeguards of “red tape’ thrown 
around the public buyer. Several 
readers asked for more details on the 
subject, feeling that to know the pub- 
lic buyer better is to sell him better. 
This feature is an answer to their re- 
quest. The author gives a revealing 
picture of how the public purchaser 
“gets that way" and what you can do 
about it 











by 
JOSEPH L. ERNST 


Purchasing Agent 
Rochester, N. Y., Board of Education 


under two methods of procedure. 
Usually the dividing line between 
these two methods is monetary 
vaiue. Purchases above a certain 
amount are safeguarded by strict 
rules. Smaller and emergency pur- 
chases are usually handled with less 
red tape, and the purchasing agent 
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given almost as much freedom of 
action as a private buyer. 
Let us call these two methods of 
buying “formal” and “informal”, 
though your city or state may use 
other terms. Also, let us assume 
that the governmental buyer must 
consider every prospective unit pur- 
chase over $500 as formal. (Here 
we find a wide difference in range, 
for in my knowledge it varies from 
a low of $10 in one city to $2,000 
in another.) 
In most cities formal purchases 
are required by law to be advertised 
in the local newspaper, or otherwise 
conspicuously posted in public 
places. Formal specifications are 
prepared in great detail by the pur- 
chasing office, and samples of ac- 
ceptable merchandise may be dis- 
played. The bidder may be required 
to file with his bid a certified check 
for a partial amount of the bid, a 
bid bond or some other acceptable 
security to show his good faith and 
financial ability to handle the con- 
tract if awarded, and to safeguard 
the governmental unit against 
monetary loss if he fails in any way 
in living up to his contract. Formal 
bids are usually received sealed and 
(Continued on page 123) 











A typical roller-chain drive, 
from motor to hoisting drum 


by 
E. J. TANGERMAN 
Technical Editor 


Dozens of power drives, 
from the minute automo- 
tive timing mechanism to 
the great rock crusher, uti- 
lize chain. Here is a discus- 
sion of types, applications, 
reasons, materials, and the 
other basic data you need 
to understand chain and 
sell it to your customers 
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HAIN DRIVES are particularly 

suited for slow speeds, at high 
temperatures, or in dirty, oily, 
moist or acid atmospheres, or to 
transmit large power in small 
spaces at medium and slow speeds. 
They can be used interchangeably 
with flat and V-belt drives in some 
applications, particularly in me- 
dium-speed, small and medium- 
power drives. Everything, from the 
particular conditions to the prefer- 
ence of the engineer, governs their 
selection. 

In some respects, chain drives 
are like gears. They transmit power 
at a constant speed ratio and high 
efficiency, operate in either direc- 
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tion and in almost any position 
(providing sprockets are in align- 
ment), on long or short centers, 
have little tension on the slack side 
and consequent low bearing friction 
for a given transmitted load, oper- 
ate quietly and with efficiencies of 
98% or better when properly in- 
stalled. 

Types include: Detachable, open- 
end, malleable-iron links on cast 
sprockets; closed-end pintles with 
malleable-iron links connected by 
steel pins or rivets and running 
on cast sprockets; bushed steel- 
roller chain with hardened-steel 
bearing surfaces and rollers; fin- 
ished steel-roller single- and mul- 




















tiple-strand chain; and silent chain, 
the two latter types running on cut- 
tooth steel sprockets. The first three 
types are limited to slow-speed 
drives; the rest are more applicable 
to medium speeds. 

Detachable malleable-link chain, 
suited to speeds not over 400 feet 
per minute and with sprocket ratios 
up to about 6 to 1, comprises indi- 
vidual malleable-iron links which 
can be assembled or taken apart 
without tools. Links are open, 
hence are abraded by dirt. Cast- 
tooth sprockets used with them 
have 6 to 50 or more teeth, although 
the smaller sprocket ordinarily 
should have less than 10 teeth. 

Closed-end pintle chain, with 
malleable-iron links connected by 
steel pins or rivets, is suitable for 
speeds to 400 f.p.m. also, but is 
sturdier in construction than de- 
tachable-link designs. Joints are 
better protected, and the range of 
strengths is higher. 

Bushed steel-roller chains have 
links connected by hardened-steel 
bushings and pins. Strength and 
wearing qualities are higher than 
in the two preceding types, and 
speeds may be as high as 600 f.p.m. 

Finished steel-roller chains on 
cut-tooth sprockets are intended 
for general-purpose capacities up 








A typical silent-chain drive, motor to compressor 


to 500 hp. or more, and smali sizes 
can operate at speeds up to 4,000 
f.p.m. Bearing surfaces are case- 
hardened and ground and parts are 
usually alloy steels. 


Multiple-Strand Chain 


Thus far, we have assumed 
single-strand chain, that is chain 
with each link connected only to 
one ahead of it and one in back of 
it. It is, however, possible to make 
multiple-strand chains in most de- 
signs, that is, with as many as eight 
or more links side by side. Double-, 
triple-, and quadruple-strand chain 
is carried in stock by makers. 
Power-transmitting capacity goes 
up practically in proportion to num- 
ber of strands. Thus a greater 
number of strands of smaller-pitch 
(smaller link) chain can be used to 
transmit a given amount of power 
at speeds several times those recom- 
mended for a single-strand chain of 
the required capacity. 

Speed ratios can be as high as 10 
to 1 in a single reduction, but 7 to 
1 is a more practical top. Where 
large ratios are required, recom- 
mend two or more drives in series 
rather than one of the same total 
ratio. On slow-speed drives, the 
faster-running sprocket may have 
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as few as 7 teeth (where vitally 
necessary, teeth have been cut on 
an enlarged section of the driving 
shaft), but 11 is a safer minimum 
and 15 is recommended for general 
applications. 

So to the last type of chain drive, 
the silent chain. Silent chain is en- 
tirely different in design from the 
types previously described, compris- 
ing an assembly of special flat links 
with teeth projecting on one side 
and designed to operate on mating 
cut-tooth sprockets. Links are as- 
sembled on special pins which offer 
only slight resistance to flexing 
around sprockets. At first and last 
contact these links, or teeth, mesh 
freely with the sprocket, but as the 
chain is flexed in passing around, 
teeth are forced outward into tight 
contact. This gives quiet operation. 

Silent-chain drives have been 
built in sizes from a fraction of a 
horsepower to 5,000. Chain speeds 
to 5,000 f.p.m. have been used, but 
1,200 to 1,500 f.p.m. is normally 
most desirable. For speeds above 
1,500 f.p.m., chain drives (either 
silent- or roller-chain types) should 
run in a bath of lubricant within an 
enclosure. 


What Chain Where 


As speeds go up, the chain must 
become lighter and have shorter 
pitch, just as would an equivalent 
belt or gear drive. The heavier 
chains, running at lower speed, have 
much higher power-transmitting 
capacities. Thus, for example, 2-in. 
pitch chains may transmit 20 hp. 
at 3,600 r.p.m., while a 24-in. pitch 
chain will transmit 500 hp., but at 
speeds of only about 240 r.p.m. 
Roller-chain length of course must 
always be a multiple of the length 
of one link, and for symmetrical 
construction, a ‘multiple of two 
links, because the 1-link change 
requires the use of a special offset 
link with a roller at one end and a 
pin at the other. Silent chains offer 
single-link length changes. 

Chains are particularly adapted 
for use in close quarters, often with 
roller chain, where several shafts 
are driven from the same chain. It 
is even possible to use sprockets 
with split plates and hubs in very 
close quarters where getting at nor- 
mal sprockets and chain would re- 
quire extensive dismantling of the 
machine. 

Roller chains can be used in di- 
rect drives from motors. At 1,800 
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r.p.m., they should not be expected 
to transmit more than 40 hp., al- 
though they can handle 200 hp. at 
600 r.p.m. 

It is fairly simple to select the 
proper chain for a drive, because 
manufacturers have provided such 
extensive data books. The speed of 
the faster-running sprocket estab- 
lishes the maximum chain pitch, 
and the chain’s bearing area suit- 
able for the rotative speed deter- 
mines the power-transmission capa- 
city. The number of sprocket teeth, 
the chain pitch and the rotative 
speed establish the lineal speed. 





The capacity of single-strand chain 
at the lineal speed involved may be 
determined from the manufactur- 
er’s table. For small drives, the 
longest pitch suitable for the shaft 
speed may be of greater capacity 
than needed. In such cases, shorter- 
pitch chain should be selected. If 
the capacity of single-strand chain 
is inadequate, multiple-strand can 
be used. Multiple chains may be run 
at the same shaft speeds as single- 
strand chains of the same pitch, 
roller diameter and roller width. 

If quietness is important, then 
silent chain may be the proper se- 


Chain types: (1!) solid-block center, (2) multiple-assembly block-center, (3) a 
typical roller, (4) multiple-roller, showing repair-link types, (5) silent chain 
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lection. There are also special com- 
binations for specialized services; 
selection and suggestions in these 
cases should be left to the manu- 
facturer. 

In figuring a drive, several things 
must be considered in addition to 
normal statistics of chain length 
and so on. Characteristics of the 
particular power unit and load and 
operating conditions modify the 
normal tension allowable. Catalog 
ratings of a chain must be reduced 
25% if it is to be subjected to 
severe shock loads, such as those 
from internal-combustion engines, 
air compressors, oil-well machinery, 
crushers, etc. If you err in select- 
ing drive size, be sure you err on 
the safe side. In other words, 
always be sure the drive is big 
enough. An over-size chain will pay 
dividends in satisfactory service, 
while an undersize one will probably 
be a constant source of trouble and 
expense. If you reduce load on a 
chain to 75% of catalog rating, you 
will double its life; if you increase 
load 50% above catalog rating, you 
will cut drive life to 20% of what it 
should be. Any mistakes there will 
sooner or later catch up with you. 

If you do some chain-drive de- 
signing for a customer, don’t forget 
the manufacturer’s data _ books. 
When in doubt, pass on back to the 
chain manufacturer complete data 
on the drive, including: type, speed 
and capacity of power unit, kind of 
load to be driven (steady or pulsat- 
ing), starting load, frequency of 
starting, speed of driving shaft, 
minimum and maximum center 
distances, maximum _ permissible 
sprocket size, sizes of driving and 
driven shafts and keyways, angle 
with horizontal at which chain is 
to operate, number of hours per day 
which chain is to operate, atmos- 
pheric conditions (dust, acid, mois- 
ture, etc.), and whether either driv- 
ing or driven shaft has a flywheel. 
Also supply principal dimensions 
and a sample diagram of the pro- 
posed set-up—they help a lot in 
-isualization. With this data at 
hand, the maker can make an in- 
telligent recommendation. 

A fairly close inspection of al- 
most any kind of plant will show 
dozens of chain-drive applications. 
From then on, your job is princi- 
pally one of getting them in and 
keeping them operating, for new 

sprockets and chain, lubricants and 
so on are needed every so often. 
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1. What is the difference between 
lap-welded and butt-welded pipe? 


2. Is there any difference be- 
tween electric-welded and_ butt- 
welded pipe? 


3. What is seamless tubing, and 
how does it differ from welded pipe? 


4. Are there any other types of 
pipe than those mentioned? 


5. Name five materials other than 
steel from which pipe is made. 


6. Is all steel and iron pipe alike? 
That is, is it always the same fer- 
rous material? If not, name a 
half-dozen variations. 


7. Is it possible to get 6-inch 
butt-welded pipe? 


8. What is galvanized pipe, steel, 
wrought iron or zinc? 


9. Many specifications specify 
“wrought pipe”. What does such 
a designation mean to you; in other 
words, what would you supply? 


10. What is the most expensive 
common piping material? 


11. When you say “2-inch pipe” 
what do you actually mean? Does 
this refer to the inside or the out- 
side diameter? 


12. How about “14-inch pipe”? 
Is that inside or outside diameter? 


13. What is the taper on the 
American standard pipe thread, and 
why is it used? 


14. Name three forms of pipe in- 
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sulation suitable for temperatures 
over 800 degrees F. 


15. Name a half-dozen other in- 
sulating materials. 


16. What is a laminated pipe? Is 
it a defective material structure? 


17. Is copper tubing customarily 
threaded in making up joints? If 
not, why not? 


18. Does hardness have anything 
to do with copper tubing? If so, 
is it intentional? 





19. What is “shrouded” tubing? 
Is it covered with an insulating ma- 
terial or some black substance? 
Answers on page 119 


Sam Supplier Does Some 
Fancy Figuring 


Sam Supplier met Charlie Buyer 
upon a summer’s day, and started 
in to chat a bit to pass the time 
away. Said Sam _ Supplier’ to 
Charlie Buyer, trying to be gay, 
“T’ll double the cash you’re carry- 
ing if this order you'll okay!’ Said 
Charlie Buyer to Sam Supplier, “I'll 
take you on that offer,” so Sam 
handed Chuck some cash, thus dou- 
bling Charlie’s coffer. Said Charlie 
Buyer to Sam Supplier, “Now how 
much have you still?” Sam replied 
and Charlie sighed, “I can double 
that, and will!” Said Sam Supplier 
to Charlie Buyer, “This is getting 
to be fun, you’ve doubled my re- 
maining cash. I will not be out- 
done!” To Charlie Buyer did Sam 
Supplier then give all that he had 
left, raising Chuck to eighty bucks 
and leaving Sam bereft. Now tell 
me this, without a miss, before you 
make me fret, how much cash did 
Charlie have, and Sam, too, when 
they met? 


(Try this on your scratch pad, 
then see what the poet figured 
on page 122) 
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“AND YOU, BIXBY, TURN OVER A NEW LEAF FOR THE NEW YEAR - - OR ELSE!" 
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Coordinator who knits all departments into 
an aggressive unit is H. B. McJunkin, presi- 
dent 
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Sales chief on all lines, including oil and gas 
well supplies plus industrials is Vice-President 
H. B. Wehrle 


Product trends are closely watched in the 
purchasing department. Here is C. R. 
McConnell, assistant to Mr. West 


a 


= 


Direct contact with the supply source is 
quickly established by Clotilde Higgin- 
botham at the teletype 
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Pipe YARD 


JUNKIN SUPPLY co | 





Part of the truck fleet and a glimpse of the huge pipe 


stock necessary to keep customers adequately serviced 


V4 ce pe to 


To REALIZE the speedy process 
of change the world is going 
through, one need look no further 
than his own industrial supply 
house and compare its present sell- 
ing methods with those in use ten 
years ago. This realization is thor- 
oughly apparent to our company 
located here in Charleston, in the 
Kanawha Valley—a locality often 
termed the chemical center of the 
world. 

We like to sell tubular steel prod- 
ucts and kindred lines. To state 
it more clearly, we enjoy selling 
pipe, valves and fittings. If this 
sounds strange, be patient and I 
will try to explain. 

One answer is this: We feel we 
have achieved a flexibility that en- 
ables us to make changes in the 
service we render as the needs of 
our customers require it to be 
changed. But that requires fuller 
explanation, too. 

Only a short while ago we merely 
sold pipe, cast iron or malleable 
fittings, and either globe or angle 
valves. We say we merely sold 
these items and literally that was 
the extent of our sales efforts. Con- 
ditions have brought about a change 
in this method of salesmanship. 
The chemical manufacturing indus- 
try now requires pipe—and some- 
thing else. It is our business to 
know what that something else is. 
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SELL 


An industrial supply salesman 
realizes the difficulty encountered 
in “getting inside” a plant to se- 
cure information. This has been, 
and probably always will be, a bug- 
bear to the salesman, although we 
believe the barriers are being di- 
minished to some degree in this 
respect and that industrial consum- 
ers are becoming more and more 
convinced that actual advantages 
and economies are secured in buy- 
ing from distributors. In our case, 
we believe we have overcome some 
of this resistance in the fact that 
our salesmen are thoroughly trained 
to sell service rather than price. 
To do this they necessarily must 
get inside to know just the condi- 
tion under which a certain pipe 
(or accessory) is to function. Pipe 
itself is not remarkable or inter- 
esting. Pipe of a special ferrous 
material with which other elements 
are alloyed and manufactured for 
a specific purpose is that “some- 
thing else” we have to know about. 

Our salesmen, especially the 
more technical ones, impress upon 
the customer that it is our job to 
know about advanced ideas. The 
result is the customer has become 
accustomed to depend on us as a 
source of supply for materials that 
are not so commonplace. In regard 
to pipe, we must have knowledge 
of its resistance of the many and 
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Part of the warehouse crew that's trained (by Foreman D. H. 
Baldock, 3rd from left) to fill orders right—without time waste 


PIPE 


varied types of corrosion that are 
encountered in a chemical plant, 
what effect cutting, bending, thread- 
ing, etc. has on it, ease of weld- 
ing, etc. 

Not only is it necessary to have 
correct knowledge of present day 
requirements but we find also that 
larger and more varied stocks are 
needed to supply different demands. 
As a consequence, our stocks now 
are wholly different than in other 
days. A decade ago the supply 
house stock of pipe usually con- 
sisted of standard black and gal- 
vanized steel, sized 4” to 12” with 
maybe an occasional length or two 
of 2” size black extra strong just 
to have in stock in case an order 
was received for a boiler blow-off 
line. Now, we consider our pipe yard 
depleted whenever the tonnage ag- 
gregates less than 2,000 tons, and 
it has been necessary to increase 
stock sizes to include 14”, 16”, 
18” and 20” O.D. 

Along with the extended and dif- 
ferent uses of pipe, one is faced 
with the tremendous expansion and 
marked advance in high-pressure 
and high-temperature applications. 
Suitable equipment for such serv- 
ice is now receiving more than spe- 
cial consideration. Quite some 


time ago we realized the change 
taking place and allied our com- 
pany with manufacturers who were 








The factory man, harbinger of new ideas, is always welcome... George 
S. Herscher, secretary, confers with William Schupp of Republic 





—Or is it under the conditions imposed today by advanced 
demands of users? Here's one house that does find real pleas- 


ure in merchandising pipe 


. . . because by keeping flexible 


enough to meet the changing needs of its customers and by 
constantly seeking new knowledge of the line, it is doing an 
outstandingly successful job .. . and that is always enjoyable 





_ice for a definite appli- 


devoting thought 
along the same line. 
No longer are we 
called on to supply 
valves and fittings. 
But we are selling 
valve and fitting serv- 


cation. True enough, 
standard I. B. B. M. 
valves are still used, 


but the real demand BY 


JAMES H. WEST 


Purchasing Agent 
The McJunkin Supply Co. 
Charleston, W. Va. 


nowis fora valve made 
differently, something 
to check erosion and 
corrosion. We have 
found it necessary 
to confine our efforts 
to the sale of cast steel valves with 
the many different alloy trim ma- 
terials for high stresses and tem- 
peratures. 

Pipe fittings, too, are in demand 
now of a different design than that 
which we were called on to supply 
only a few years back. Not so 
long ago it was common practice 
for us to order standard cast iron 
flanged fittings and flanges in car- 
load lots. Now we order a few of 
a size at a time. Forged steel 
companion flanges, van stone flanges 
and stub ends for welding, and 
welding ells, tees, caps, etc., are 
gradually replacing in use most 
flanged fittings. This also makes 
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necessary the stock of 
such steel items in 
large quantities and 
sizes, 1” to 14”. 

We find that by 
making frequent vis- 
its to manufacturers’ 
plants, by encourag- 
ing contact with man- 
ufacturers’ salesmen 
and their special rep- 
resentatives, by be- 
ing able to give ad- 
vanced _ information 
to our customers, and, 
above all, by being 
receptive to ideas 
from our custom- 
ers—by these means only are we 
able to maintain our own knowledge 
of the line and adequately mer- 
chandise these products to the 
trade. 

A lot is frequently said about 
industrial plants buying direct. 
Some do, no doubt. But our ex- 
perience is that most purchasing 
agents of both small and large in- 
dustrials have a tender feeling for 
and recognize the need of the dis- 
tributor. We distributors can only 
hope to come in for our share of 
business by giving the one thing 
that our company has always 
stressed more than anything else. 
—"‘Consistent Service’. 
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The production economies and improvements 


that can be wrought with better lighting condi- 


tions... the absence of cost as a factor to sales 


resistance . 


nities almost boundless . 


JOHN J. WELCH 


. make electric lamp sales opportu- 


. . Here is a groundwork 
of things that may help you sell this product 


The right reflector eliminates glare, directs light 


where it is needed, producing the illumination 


necessary for comfortable vision 


Editor 


L icutinc COSTS so little and 
means so much there is small rea- 
son for any plant to be without the 
most modern and efficient illumina- 
tion system that is specifically ap- 
plicable to the job being done. 

To be accurate about costs, in- 
dustrial lighting amounts to but 
three-tenths of one per cent of the 
entire production cost in plants, 
according to surveys made by illu- 
mination engineers. As to light- 
ing’s importance, just stop and 
think a moment. 

Without light our eyes are blind. 
The sight sense dominates every- 
thing we do and is responsible for 
most of our usefulness. Its proc- 
esses use up far more energy than 
any other human sense. 

Now . . consider this: For 
hundreds of centuries Nature de- 
veloped man for life outdoors, 
where the objects he saw were 
distant and the sun provided up 
to 10,000 foot candles of light. 
Then abruptly man moved indoors, 
where objects were close at hand 
and 100 foot candles is considered 
cheerfully bright. Naturally the 
slow process of evolution is inade- 
quate to compensate for this sud- 
dent change. Perhaps a few more 
centuries hence we may develop 
owl-like seeing apparatus. But 
that hasn’t happened yet, and mean- 
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while there is important work to 
be done—with the eyes, mainly, and 
indoors. Unless the best lighting 
design and equipment is provided 
we run into serious trouble. Trou- 
ble for the worker in headaches, 
impaired eyesight, vertigo, diges- 
tive upsets and other unwelcome 
ailments. Trouble for the employer 
in accidents, production spoilage, 
clerical errors. 

The opportunity for the distrib- 
utor’s salesman in selling lamps is 
infinite, and as such can scarcely 
be described. The salesman who 
really knows lamps and lighting will 
be the one able to do a creative 
selling job, producing new and 
growing business instead of merely 
repeat, static business. 


ENLIST MANUFACTURER'S AID 


In the space available here it 
would naturally be impossible to set 
forth all the things necessary to 
qualify a salesman properly for 
making technical lighting specifica- 
tions. Instead, our purpose is 
merely to put before the salesman 
facts which will help lead to sales, 
bearing in mind that on the more 
technical problems he encounters 
the illumination engineers of the 
lamp manufacturers are usually 
available. 

The lamps you sell today are the 
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most efficient practical design 
known to the art of lamp making. 
In the last ten years alone, research 
effort has increased the value of 
the 60-watt lamp, for example, an 
equivalent to four and one-half 
times its present price. As new 
and better materials become avail- 
able they are incorporated in the 
product. Increasing precision, to- 
gether with basic design changes, 
have accounted for an average effi- 
ciency improvement in the entire 
product of almost one per cent each 
year. Such an improvement in the 
cost of light is equivalent to the 
user to a ten per cent to twenty per 
cent reduction in lamp prices an- 
nually. 

Abundant selling ammunition is 
available to the salesman who hitch- 
es up to go out and sell lamps. He 
can cite the advantages of greater 
productive and human efficiency, 
lessened spoilage of products, acci- 
dent reduction and more satisfac- 
tory working conditions. All of 
these are factors in which plant 
management is vitally interested 
and will want to know more about. 
In addition, the matter of cost is 
relegated to the background because 
it is comparatively minor. 

In lighting costs, the lamp repre- 
sents but a small part of the total. 
Generally lamp cost is less than one- 





A combination of local and general lighting produces ideal conditions for com- 
fortable seeing. Local lighting is for accurately discriminating fine details; general 


lighting alleviates contrasts 


tenth of the current cost. However, 
the efficiency of the lamp, which 
itself is relatively cheap, determines 
how much light is obtained from 
the current consumed—which in 
turn represents the major part of 
the lighting bill. It is on this phase 
that distributors’ salesmen can do 
an ever more important job of sales 
pioneering. 


HOW SALES ARE LOST 


Manufacturers estimate that 
$70,000 in lamp sales is getting 
away every day because of under- 
voltage. Here’s how that works out: 
When present undervoltage burning 
is corrected by only one volt, a $300 
contract increases to $336; if the 
voltage correction is three volts, the 
$300 contract becomes $402; and if 
the correction is five volts, the $300 
contract increases to $492! How 
does all this happen? Simply be- 
cause undervoltage burning pro- 
longs the life of lamps—AND—the 
consumer loses, too. In fact, he loses 
even more because that lamp repre- 
senting only ten per cent of his 
lighting bill decreases the efficiency 
of his entire lighting system. 

This suggests but one course of 
action to the aggressive salesman: 
First, get a clear idea of what volt- 
age means to good lighting; second, 
find the causes for undervoltage; 


and, third, do something about cor- 
recting them. 

In buildings where wiring is al- 
ready installed, it pays to make volt- 
age surveys to find out what voltage 
of lamp should be used. Measure 
the voltage at the socket, at a time 
when most of the lighting is being 
used. Voltage actually delivered to 
the lamp sockets is the important 
thing. 

Lighting may be materially im- 
proved by correcting any one of a 
number of factors which directly 
affect illumination. In addition to 
a frequent and regular check to de- 
termine whether maximum effi- 
ciency is being maintained, the fol- 
lowing questions may suggest other 
improvements that can be made: 

Are there any bare lamps? 

Are there scattered bright lights? 

Are modern lamps being used in 
obsolete equipment? 

Is there spotty illumination from 
too few outlets? 

Are there black, sharp shadows 
as you hold your hand above desk, 
counter or work bench? 

Is the place gloomy and cheerless 
or a pleasant place for workers? 

Are all lighting units clean and 
in good order? 

Are there gaps in lighting from 
burned out lamps or empty sockets? 


(Continued on page 115) 
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Lamp Cost Amounts to 


but 10 % of Lighting Cost 


yer inefficient lamps rob 
he efficiency of the entire 
lighting system --see below 
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YOU LOSE SALES 
Customer Gains Nothing 
by Over-Voltage Lamps 


If present shipments consist of: 


| 25% 





50% 
15% 


of lamps 5 volts too high for 
local circuits. 























Specifying proper voltage lamps 
willincrease your sales by: 
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URNOVER 


Here is the third presentation of advertising material 


created especially to help distributors wage an aggressive 
fight for the favor of the industrial buyer 


Ir YOU COULD make every in- 
dustrial executive in your territory 
as conscious of the cost of carrying 
stock as you are—wouldn’t that be 
a tremendous help in your selling? 
Of course it would, for when in- 
dustry learns what can be saved by 
keeping plant stocks low and by or- 
dering from the distributor as needs 
arise, distributors will lose less and 
less business to direct competition. 

Here is advertising material de- 
signed to help you tell that story 
effectively to your customers and 
prospects. Complete plates of the 
material seen on these pages are 
available from MILL SUPPLIES at 
cost of the plates alone. The cost 
of creating this material, which in- 
cludes the use of skilled copy writ- 
ers and experts in advertising art, 


HOW TO ORDER 


Use this order blank to secure elec- 
trotype cuts for folder or blotter, or 
to obtain quantities of stickers. Check 
items you want and mail to— 





MILL SUPPLIES 
330 West 42nd Street 
New York City 


Gentlemen: 

Please send me the following promo- 
tion material as outlined in your January 
issue— 

[] Complete plates for folder, for which 
bill me $22.00. 

[-] Complete plates for blotter, for which 
bill me $6.50. 

[] 5,000 stickers (@ $9) or ["] 10,000 (@ 
$13.50). Imprinted with our firm name. 





is borne by MILL SUPPLIES as a 
contribution toward the advance- 
ment of the distribution industry. 

To take advantage of this plan 
all you need to do is: 

1. Select the type of promotion 
you want to use. 

2. Order electrotype plates for 
these pieces from MILL SUPPLIES. 

3. Take plates to your printer, 
have him set the type for your firm 
name, address, telephone number, 
etc., and list of lines you handle in 


manner indicated on opposite page. 

4. (Optional but recommended) 
Send out sales letter with either 
the blotter or folder—on your own 
stationery. 

5. If sticker is desired, order di- 
rect from MILL SUPPLIES in lots 
of 5,000 or more, with your firm 
name already imprinted. Apply it 
to letters, packages, invoices, etc. 

Complete facts about the plan, its 
costs, ordering data, etc., are con- 
tained on these pages. Study it 
carefully, determine what part of it 
is best suited to the needs of your 
territory—then send your order 
promptly. The “direct sellers” will 
be driving hard for business as the 
New Year starts. Here is the way 
for you to defend your position by 
waging an offensive battle. 


REPRODUCTIONS of all promotion 
pieces prepared by MILL SUPPLIES ap- 
pear on the opposite page. Below is 
a suggested sales letter, recommended 
to be sent along with folder or blotter. 
Address your message to an individual, 
preferably the man at the top, who 
determines buying policy. Prime your 
salesmen with facts about the economy 
of buying from distributors. Use the 
handy order blank below to secure the 
plates you want—and order early! 





Mr. John Blank, President 
Blank Manufacturing Co. 
604 Blenk Street 

Chicago, Illinois 


Dear Mr. Blank: 


worth of goods! 


is low. 


with every purchase. 


overhead. 
arise. 


full details. 





YOUR 
COMPANY 
NAME 


Some startling facts have been revealed about the 
cost of carrying stocks of industrial supplies and equipment. A 
survey shows that such things as taxes, insurance, depreciation, 
obsolescence, etc., amount to more than $10.00 on every $100.00 
(The average rate of turnover was 3.06.) 


The reason is that stock turnover in most plants 


But in our busy storeroom and warehouse, where 
stocks turn quickly and often, these overhead “extras” are re- 
duced to the minimum. and the saving is passed on to our customers 


Let us help you save on these hidden costs of 
We'll carry the stock--you order from us as your needs 
Our delivery service is prompt and reliable. 
cies we'll work nights for you. 


Many industrial plants and institutions in this 
territory are taking advantage of this broad service we render. 
are you? We'll be happy to have one of our salesmen give you 


Very truly yours, 


In emergen- 

















a @) W | MP 0 RTA NT IS Below are front and back faces of folder, shown 


one-half actual size. Complete plates of this effec- 
tive copy and art work are furnished, ready for 
insertion of your firm name and printing in any 


ee . . ~ two colors. Cost of plates is $22; estimated cost 
? of printing about $16 for first 1,000, $22 for 2,050 
. or $27 for 3,000 
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MONEY SAVING 
{DEA INSIDE 
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SLOW MOVING 

MONEY SAVING SUPPLY STOCKS 


IDEA INSIDE =—_> eesti 


taxes, depreciation, etc., con odd 10" or more to the purchase price of indus 
trel supplies and equipment 

We'll help you reduce these “extras” ond seve real money in foct, thet's 
our job to perform this stock-corrying functions for yeu 








TURNOVER 15 THE SECRET 





abo iturt 
6 on S100 worth of why we con handle industrial supplies 
——. ieee end equipment ot © big soving. By serving 
FOLDER. Front cover, actual size. Fits large or small envelopes ue mony loco! plenty, we echieve rapid, fre 
y i i ” quent turnover ond reduce overheod te @ 
Have it printed in two colors * cot rn ad nt end 4 car 
a” ow customers ; 
“ We marntern complete stocks of netonelly 
ad known supplies ond equipment to fill your COSTS 
14 indurtral needs. render @ brood consultent IN 
i ness service on instolletions...moke reguier ée 
BLOTTER. One-half actual size. Complete plates, ready for (ate Hae ase ae 


insertion of your firm name, furnished at cost of $6.50. Esti- Average care of tomarer 208 ena 1938 


mated printing cost: $18 for first 1,000; 2,000 for $22; 3,000 BUY FROM THE LOCAL INDUSTRIAL DISTRIBUTOR 





for $26 











TURNOVER COUNTS! 


Here's what it costs for plant stock meinte- 
nance on $100 worth of industrial supplies.® 
Raped turnover in ovr local were- 


— STICKER. Actual 
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BY RUSH CONS 
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@ In the next twelve months, millions of dollars of 
brush orders will be placed by American Industry. 
“Brush Conscious” Salesmen of Osborn Distribu- 
tors are going after industrial brush business with 
plenty of “reasons why” it pays any manufacturer to 
standardize on Osborn Brushes. 

Among these “reasons why” is the 
wide range of types of standard 
Osborn Brushes that make it practi- 
cal and economical for manufacturers 
to center responsibility for all stand- 
ard brush needs in the Osborn line. 

This not only simplifies brush 
purchasing details but .. . what is 
most important... it sets up and 
maintains a uniformly high standard 
of brush quality that assures highest 
standards of brush performance 
throughout a plant. 

A typical case that shows the busi- 
ness building opportunities provided 
by Osborn Brushes is the subject 
of the advertisement on the next 
page. This advertisement appears in 
January issues of leading industrial 


magazines. It contains an idea that 


PAINT ano VARNISH 
BRUSHES 


WIRE ano FIBRE 
WHEEL BRUSHES 


STEEL WIRE 
SCRATCH BRUSHES 


FLOOR SWEEPING 
BRUSHES 


WINDOW CLEANING 
BRUSHES 


COUNTER or 
BENCH DUSTERS 





OUS” SALESMEN 


arlising be 


should help pave your way in getting other manufac- 





turers to standardize on Osborn Brushes. 

In this typical case, a manufacturer was easily sold on 
the advantages of standardizing on Osborn Master Wheel 
Brushes. But when it came to other brushes, the manu- 
facturer hardly gave them a thought. 

The result was that other brushes of 
all kinds were bought “from anyone 
and everyone”... Sometimes “price” 
was the deciding factor. At other 
times, quick delivery to meet an emer- 
gency determined who got the order. 

This haphazard buying of a good vol- 
ume of brushes was actually costing 
that manufacturer PLENTY! But he 
didn’t know it until it was pointed out 
by a “Brush Conscious” Salesman. 

Who benefited when the manufac- 
turer standardized on Osborn Brushes? 
EVERYONE! That's what makes Os- 
born Brushes the NATURAL line for 


Salesmen of Industrial Distributors! 


THe OseaRrn MANUFACTURING COMPANY 
5401 HAMILTON AVENUE -¢ CLEVELAND, OHIO 
Sales Offices: New York, Detroit, Chicago, San Francisco 
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IT'S GOOD 
BUSINESS 


TO USE GOOD 


<<, 


(Reading time: 29 seconds or less) 


@ A rubber goods manufacturer standardized on 
Osborn Master Wheels for various operations demand- 
ing uniformity of brush performance. e But he was 
indifferent to many other types of brushes used in his 
plant. Such brushes were bought indiscriminately 
from several sources. Not only was a lot of time 
wasted in purchasing but lack of uniformity in brush 
quality was directly impairing the efficiency of his 


workers using brushes. e When it was explained to 


BRUSHES 


the manufacturer that he could secure ALL his brush 
needs from one uniformly high quality line... OSBORN 
BRUSHES ... he decided to standardize on Osborn 
Brushes and secure the most value from ALL brush 
purchases. Osborn and the Osborn Distributor in 


your locality can do the same for YOU. Ask about it! 


THE OsB0RN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE ¢ CLEVELAND, OHIO 
Sales Offices: NEW YORK « DETROIT «¢ CHICAGO ¢ SAN FRANCISCO 





SUPPLY SALES 
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MIDDLE WESTERN STATES 




















The 1937 recession made its first sharp impression on the Sales 
Indicator Chart for the supply industry, which dropped off from 
112 to 102. A low point for 1937, this still tops the average for 
1936. November business was off in all territories, the Middle 
Western states showing the least decline. Size of average order, 
$17.05, followed the downward trend which started back in 


August, while the number of orders per working day dropped 
from 116 to 96. 


DOLLAR VALUE , AVERAGE ORDER ORDERS PER WORKING DAY 
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Len Years Ago IN MILL SUPPLIES 


THE INDUSTRIAL SUPPLY COMPANY, 
SALT LAKE CITY,WAS ORGANIZED AS A SEPARATE CORPORATION___By OFFICALS OF THE MOUNTAIN 
STATES RUBBER COMPANY__-11O STOCK AND SELL SUPPLY LINES NOT CLASSED AS RUBBER GOODs. 





OW KNOWLEDGE OF LINES, GOOD REASONING 
AND PERSISTENT EFFORT WIN REWARDS 
FOR SALESMEN WAS THE SUBJECT OF AN 
ADDRESS DELIVERED By E.A.CRANE,SALES- 
MAN, AT A MONTHLY SALES MEETING OF THE 
| WESTERN IRON STORES COMPANY, MILWAUKEE. 
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PPOINTED 10 TAKE CHARGE OF THE BOISE 
BRANCH OF THE SALT LAKE HARDWARE COMPANY 
WAS CHARLES L. WHEELER~——_MR. WHEELER IS 
NOW PRESIDENT OF THE ORGANIZATION 


. Ae ge N SA 


) } ea WAS MADE OF THE DEATH OF 
MELVILLE MIX, FOR MANY YEARS PRESIDENT OF THE 
DODGE MANUFACTURING COMPANY AND TWICE 
PRESIDENT OF THE AMERICAN SUPPLY AND MACHINERY 

MANUFACTURERS ASSOCIATION. 

° 
HE FIRST ANNUAL MEETING OF THE POWER 
TRANSMISSION ASSOCIATION WAS HELD IN NEW 
YORKS COMMODORE HOTEL. 


NEWLY FORMED AMERICAN LEATHER BELT ° 
J D BEL NCREASED BUSINESS NECESSITATED THE EREC— 
ING ASSOCIATION, JULIAN H. ALEXANDER 
REND A LETTER EXPLAINING THE PURPOSE TION BRE CCRNTEY OF A LASS HEM BY 
OF THE ASSOCIATION 10 THOSE PRESENT AT \ THE MELADGHLIN MILL SUPPLY COMPANY, 
HAMMOND,NOW KNOWN 46 SHE STANDARD 


THE DINNER AND MEETING HELD DECEMBER 
61H 1927 IN THE HOTEL COMMODORE ,NEW YORK. \_ EQUIPMENT AND SUPPLY CORPORATION. 
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“THEM THAT 
HAS, GETS? 


ERE is one all-important reason why 
| own ted Mechanical Rubber Goods Dis- 
tributors have just concluded their biggest 
year; why their sales outlook is even brighter 
for 1938—they have the most of what it 
takes to get business! 


Goodyear distributors have the advantage 
of selling the line that carries the reputation 
ee 5 ° * . 
of “the greatest nam. in rubber” and in- 
cludes every type a grade of major 

product industry uses. 


They have many exclusive products like 
Compass Belting that has n 9 competition in 


difficult jobs. 


They have the selling support of more than 
twenty years of continuous advertising that 
has made Goodyear mean good service 
throughout all industry. : 


And they have the skilled sales assistance of 
the G.T. M.— Goodyear Technical Men— who 
are working in the field all year to increase 
distributors’ sales. 


These are the reasons why Goodyear 
Mechanical Rubber Goods are one of the 
top three profit-makers in the entire mill 


supplies field. 


If you are not a Goodyear distributor, 

why don’t you see if you can get these RIT SAS 
advantages on your side this year — MOLDED GOODS ~ 
your territory may be open. To inves- HOSE > 
tigate, write Goodyear, Akron, Ohio, PACKING 


or Los Angeles, California. Mads tethe makers ot « 
Goodyear Tires 

























Striking direct mail compaigns like 
this enable distributors to tie in 
directly with Goodyear's huge 
odvertising program at trivial 
cost. Write for details or osk the 
Goodyear salesman 





™ oe 
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from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 


through digesting. Where the reader's interest is particu- 
larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


On Training Salesmen 


IF YOU ACCEPT the responsibility, 
as does modern management, for the 
success or failure of employees under 
you, then sales training, properly ap- 
plied can be one of your most use- 
ful tools. 

Today’s marketing executive must 
know the “why” and “how” of mak- 
ing sales. His primary function as 
a sales executive is to help his sales- 
men be more profitable and effective. 
That, too, is the essence of sales 
training. And it is in this undertak- 
ing that management must observe, 
collect, analyze, and distribute infor- 
mation on every pertinent subject that 
relates to the product and to the steps 
necessary to effect a sale. 

A salesman must be sold on his 
company, its products and its poli- 
cies before he can go afield and sell 
others. When sales do not mount 
as fast as expected by general man- 
agement, let sales management first 
examine its program of selling its own 
salesmen, its own sales training pro- 
gram. This procedure comes ahead 
of advertising, promotion, routing, 
quotas and incentives, but, of course, 
after an examination of products and 
policies. 

Find out what your salesmen say, 
how they handle recurring problems. 
Now you will have made a fair start 
because you will have indisputable 
facts. A thorough study of actual 
buyer and seller conversations will 
usually indicate room for radical im- 
provement. Determine how intelli- 
gently each objection and question is 
being handled. Do your salesmen 
say what you would have said under 
the same set of circumstances? How 
much thought do your salesmen give, 
in advance of their calls, to the prob- 
lems of the buyer? The answers to 
these and a score of other queries 
can usually be had by making a fir- 
ing line study. 

From the best methods of the best 
men, valuable material may be found 
for use in sales training programs. 
What the best men say and do can 
often be adopted as a guide for the 
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rest of the sales organization. Be- 
cause methods obtained from this 
source are practical and have been 
tested, they usually carry a high de- 
gree of acceptance when made avail- 
able to other salesmen. 

Underlying the preparation of any 
sales training program should be 
facts that have been gathered from 
planned research. Every possible 
source of information should be care- 
fully checked before adoption. The 
task of writing and putting together 
the program should be delegated to 
an expert. Nothing should be left 
to chance.—By Graham B. Ford in 
Printer’s Ink, November 18, 1937. 


Overload Is the Bugbear 
Of Flat-Belt Drives 


Overload capacity is one of the 
most important requirements in a 
good belt-drive. Other things being 
equal, it depends upon characteris- 
tics of the belt and kind of load. 
Two belts of equal rating at the 
same initial tension may have very 
different overload capacities, because 
of inherent differences in coefficient 
of friction. 

Excessive initial tension in a belt 
reduces its life because of overstress 
of its fibers and because of increased 
internal heating. It also causes ex- 
cessive stretch and makes frequent 
shortening necessary. Bearings are 
overloaded, thereby preventing proper 
lubrication, causing undue wear and 
reducing efficiency. 

Because a belt with high overload 
capacity at normal tension can take 
an occasional overload without injury, 
it should not be continuously over- 
loaded by taking peaks of pulsating 
or intermittent loads. Characteris- 
tics of the load must be taken into 
consideration and proper allowance 
made in designing a belt-drive, no 
matter what type it may be. If this 
is not done, short belt life and unsat- 
isfactory service may be the result. 
Because of its greater capacity at 
normal initial tension, a belt with 
high coefficient of friction will have 
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longer life and operate with less slip 






under severe conditions, which means 
more production than with a belt of 
less overload capacity. 

This discussion is not an attempt 
to present a case for or against any 
type of belt, but is a reminder that 
belt characteristics should be given 
careful consideration in applying 
them. In the absence of such infor- 
mation, play safe and be sure to select 
a belt large enough for the drive. 
—Power, December, 1937. 


Broaching With a File 


A short time ago we had a rush 
job of broaching several *s-in. square 
holes in brass stock 0.050 in. thick. 
We had no broach of the right size 
and there was not time to make one. 

We found that a square file 5 in. 
long and having a long taper was *s 
in. square at its largest part. After 
drilling holes of the correct size in 
the pieces, we pushed the file through 
them in an arbor press and the re- 
sult was a highly satisfactory job 
at a minimum of time and expense. 
About half of the tang on the file 
was cut off to leave it strong enough 
for the file to be pushed through the 
work. While a round file can be 
used for broaching round holes, it 
has a tendency to follow a_ helical 
movement. A square pilot or other 
means of preventing the file from 
turning might have to be used, as 
well as a fixture or other clamping 
device to prevent the work from shift- 
ing.—By C. A. Mowrey in American 
Machinist, December 1, 1937. 


Has Your Business 
A Good Home? 


The location and arrangement of 
the office must be determined by the 
shape of the building. Steps will 
be saved if the active operating force 
is located on the first floor, in sight 
of the counter. The ability of the 
counter man to have quick access to 
the shipping and receiving area and 
the stock on the floor, will save time 
and permit greater accuracy in keep- 
ing records. 

Doors should be at a minimum. 
Each should be strong and provided 
with an adequate lock. Office windows 
should be well fitted, easy to operate, 
and preferably of the “double hung” 
sash variety. Windows in the ware- 
house should preferably be of wire 
glass for greater protection. 

It is hardly necessary to mention 
the essential need of good lighting. 
The nature of this will vary much 
with the shape of the building, the 
number of windows, skylights and so 
forth. In the warehouse, good results 
can be obtained by spacing reflectors 
on 20-ft. centers, each equipped with 
an individual pull chain socket. Office 
lighting offers an opportunity not 
only to give the force good illumina- 
tion but to provide a model lighting 


(Continued on page 50) 





“THE LATEST 

AND BIGGEST 
-§ HACK SAW 
SL BLADE NEWS’ 


é 
. 4 
ec : 


Here is most important news to the metal-cutting 
industry regarding the modern packaging of 
Victor Hack Saw Blades. 

Victor Hand Hack Saw Blades, both “Moly” 
and Tungsten, are now packed in modern metal 
boxes . . . up-to-date utility containers that rep- 
resent an entirely new packaging method, bring- 
ing additional convenience to users... and new 
sales to dealers. 











NOW PACKED IN MODERN | 
METAL BOXES... FOR 
PROTECTION AND EASE OF 
HANDLING AT ALL TIMES 
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BETTER BOXES FOR THE BEST BLADES 


Here's a combination that you can't beat: Victor 
“Moly” and Victor Tungsten Hand Hack Saw 
Blades now packed in attractive metal boxes that 
your customers will appreciate and demand. 

These colorful metal containers will stimulate 
sales. They are easier to open and will entirely 
displace the old-fashioned cardboard boxes 
which were readily damaged through wear and 
tear, and by ends breaking out. 

They save time and money by eliminating 
transfer of blades from damaged boxes and 
avoiding confusion of stock. 


.~ riot 
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PAYDOLETS 
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They also take less space and stack better on 
your shelves. In addition, you can pass along 
to your favorite customers the idea of the conve- 
nience of these sturdy metal boxes after the 
blades have been used. Every machinist has need 
for one ...in the shop for miscellaneous light 
tools, nuts, rivets, washers, etc. ... at home for an 
“odds-and-ends” box. 

Victor has again pioneered . . . Victor Blades 
now have the plus value of modern packaging. 
You'll sell more of the best blades in their new 
and better box! 


2 
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TALSDLETOWT, WEN WORE. 





ASSURE Better Cutting 
at Lower Cost 


@ WILLIAMS’ Tool Holders are designed and con- 
structed to contribute speed, efficiency and greater 
profit to every regular operation on lathe, planer and 
shaper. All are drop-forged, precisely machined and 
specially hardened. Williams’ construction assures a 
long, accurate cutter seat and a chatter-proof, clean- 
cutting tool. Williams’ performance and quality step 
up Tool Holder sales and bring increased volume over 
the years. Get the facts. 


1-353A 


J. H. WILLIAMS & CO. 
42 Spring St., New York 


Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), 
Detachable Socket Wrenches, Reversible Ratchet Wrenches, 
“C” Clamps, Lathe Dogs, Tool Holders, Eye Bolts, Hoist. Hooks, 
Thumb Nuts and Screws, Chain Pipe Tongs and Vises, etc., etc. 


TOOL OANTT 


“THE HOLDERS THAT HOLD” 


SELL 
WILLIAMS’ 
QUALITY 

IN 
“C”’ CLAMPS 


Five patterns, 3/4 to 18” gap, for 
light, general and heavy duty. 


AND IN 


LATHE DOGS 


Bent and Straight 
Tail, Single or 
Double Screw — 
either “Safety” or 
Square Head. Cap- 
acities, 3/8 to 6’. 
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Sales Tips— 


(Continued from page 44) 


installation which can be used to dem- 
onstrate to customers what can be 
done in this field. 

Show windows are important. If 
the location has publicity value, with 
a sizeable amount of vehicular traffic, 
well lighted window displays should 
be used. 

Within the warehouse proper, to 
obtain the best storage facilities, it 
is best to have as few supporting 
columns throughout the warehouse 
area as practical. The number and 
type of columns is related to the 
problem of floor load capacity. Cer- 
tain important features of the initial 
layout should be kept in mind. The 
delivery counter for customer’s 
“pickups”, will normally be on the 
first floor, and there should be suf- 
ficient room beyond it for the installa- 
tion of broken package stock racks— 
running perpendicular to the counter 
—so that the counter and warehouse 
men may have both quick and easy 
access to the stock. Intercommuni- 
cating phones are also desirable. 


We have attempted to picture a 
satisfactory building for the average 


wholesaler. There are many details 
which will be determined by the pe- 
culiarities of a given business, by 
personal preferences and so forth, 
but as many of the standards men- 
tioned as possible should be incor- 
porated in your next warehouse—they 
all lead to more net profits.—Electrical 
Wholesaling, December, 1937. 


Human Angles in Saving 
Salesmen 


“SALESMAN A’s sales are down 
again this month—it’s the third in a 
row that he has slipped. Guess we’ve 
got to let him go.” 

This kind of statement is probably 
repeated hundreds of times during 
a single business day throughout the 
country. It’s easy to fire—and to 
hire. It’s much more difficult, but 
much more profitable, to get good men 
and keep them. And—keeping them 


producing at the level which they 
“something 
usually falls into one or more 


can maintain. The 
wrong” 















































A neat counter and metal shelves for stock are typical of well planned supply houses 














Here are embodied several features of an ideal warehouse. The chute from upper floors 
adjoins the shipping desk. Nearby are the scales. Lighting is good and the conduit racks 
are sturdy and designed for taking inventory quickly and accurately. Obviously the building 
is of fireproof construction 
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of three classifications; health 
worry, money worry, home worry. 

Money worries are the easiest to 
iron out. In spite of adequate in- 
comes, financial situations occur which 
bring on gray hairs. A man who 
has been helped over a financial crisis 
not only returns to his old stride in 
short order, but often goes to a higher 
level, in sheer momentum of will-to- 
do. Creditors, moreover, assume a 
more cooperative attitude when they 
realize that a firm works with a man 
in such an emergency. 

Some of the same psychology is 
carried over to the other worry which 
cuts into sales—home trouble. Some- 
times the something wrong may be 
a very small detail, but reflecting im- 
portantly in the sales volume, just 
the same. Health worry may be 
ended by nothing more than insisting 
that a man see a doctor and undergo 
any treatment necessary. 

Just as there are no rules for 
human behavior, so there can be no 
rules for managing salesmen, no col- 
lective plan. Each man must be 
managed as a personality unto him- 
self, and to do this you must know 
him, you must have his confidence.— 
John D. Roberts in Sales Manage- 
ment, September 1, 1937. 


Inspiring Sales Enthusiasm 


TO MAKE FEEDING of enthusiasm 
all that the word implies, we have 
tried to evoke a diet that is absorbed 
without digestion. It is our conclusion 
that road-hardened salesmen will lis- 
ten to a typical pep talk with every 
sign of alertness—and mentally dis- 
count 90 per cent of the remarks. 
We confine them to sales instruction, 
product information, and __ social 
mingling, letting reports of progress 
instill enthusiasm. 

Sales meetings, with us, are es- 
pecially resultful in one respect. They 
help us make merchandisers out of 
salesmen. We teach that selling an 
account is secondary to servicing it. 

We don’t want the fires to bank 
during seasonal recesses, so we try 
to stoke sales aggressiveness through- 
out the year. 

We find it stimulating to let each 
salesman know how he is doing in 
relation to the rest of the force. 
Nothing is more heartening to our 
salesmen, we find, than recognition 
of their individual achievements. So 
we give wholehearted credit in our 
weekly house newspaper and run the 
pictures of the men who have dis- 
tinguished themselves. Contests, of 
course, have a prominent place on 
our program. To spread their stim- 
ulation as broadly as possible, we 
post a large number of cash awards 
and honors, and we publicize the win- 
ners heavily—By Don J. Alexander 
in the Executive Service Bulletin, 
October, 1937. 











“Saved 45 Sd ft. floor space by 
Installing 4 Yarway Traps” 


(Reports Box Board Manufacturer) 


“We replaced A other traps requiring 48 sq. ft. floor space 
with 4 Yarwoy Impulse Traps _— requiring only 3 54: ft., 
including strainers, valves, check valves and header. 
“varway is the best trap we have ever ysed and we have 
tried them oll.” 


35 Yarwoy Traps have already gone into this plant and 
they have standardized on Yarways for all further 
replacements. 


This is the kind of user experience --- multiplied thousands 
of times Over-- that is causing the widespread popular 
swing to Yarwoy Impulse Traps- That is making this trap 
one of the fastest-selling and best repeat sale items the 
mill supply trade has ever handled. 


What are you doing to make it ring your cash register ? 


YARNALL-WARING COMPANY 
Mermaid Place Philadelphia 





G. H. DuSell, Independent Pneumatic Tool, demonstrates the "shock absorber spindle" of 
Thor portable electric grinders to Samuel and Gordon Clark and the sales force of Chicago's 
Samuel Harris Co. Thor recently played host to this group at its Aurora plant 


a ree. 


R. C. Duncan Co. Issues 
Large General Catalog 


A new catalog of over 300 pages 
of industrial products carried by R. 
C. Dunean Co., Minneapolis, has just 
been issued. In it the supplies are 
classified under twelve different head- 
ings with a green index section at 
the front of the book. 

The catalog is brightened up con- 
Skilsaw's Los Angeles branch grows, due to increased business. A complete stock of tools, siderably by interesting little cartoons 

accessories and service parts is carried at various points throughout, and 
helpful hints on the use of various 
products. 

The catalog was compiled and plan- 
ographed by John S. Swift Co., Inc., 
Chicago. 





Graton & Knight Names 
McMahon Sales Chief 


Ss J. E. McMahon, formerly assistant 


j ¥ = - x sales manager, has been appointed 

as general sales manager of Graton & 

, , Knight Co., Worcester, Mass., to suc- 
. ? : : ceed C. O. Drayton, who recently re- 


signed. 


' 
reali . Mr. McMahon has had many years’ 
. ; ' experience with the company, includ- 
2 ing work in the factory, engineering 
—— a department, and as a salesman in a 
ao southern territory. 


ae 


Here's how one of the upper floors 

looked, just before the Geo. Worthing- 

ton Co., Cleveland, moved into its new 

warehouse. Another view will be found 
on Page 54 
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This company is a nice 


account for industrial 
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C. R. Welch, Veteran 
Salesman, Is Dead 


C. R. Welch, who has been a sales- 
man of industrial supplies for over 
35 years and with The Geo. Worth- 
ington Co., of Cleveland, for the past 
thirteen years, died December 15 of 
a heart attack. 

Mr. Welch was very widely and 
favorably known and his death will 
be mourned by his many friends in 
the industrial field. He began his 
industrial sales career with the McIn- 
tosh-Huntington Co., traveling in the 
Youngstown, Akron, Canton and 
Marion districts. In his first year, 
he surprised everyone by selling $100,- 
000 in supplies, and from that time 
on, his success kept rolling. 

He is survived by his wife, his son, 
Bierce Welch and his daughter, Mrs. 
Carl Spuhler. 
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Officials and representatives of Republic 
Rubber pause for a photo during their busy 
sales conference at Youngstown, O. O. S. 
Dollison, vice-president in charge of sales, 
directed the four-day meeting, cove-ing 
topics concerning manufacture and distri- 
bution of Republic products, and the intro- 
duction of new items. Future sales and 
promotional plans were also outlined 


Modernism creeps into the remodelled de- 
sign for the warehouse of Barde Steel Co., 
Seattle. Now nearing completion, the 
building will house sheet and bar stock, 
increasing space by 10,000 feet 


Among other features in the new ware- 

house of the Geo. Worthington Co., Cleve- 

land, is a fully enclosed truck space with 

electrically operated doors. Complete de- 
tails in news section 





orlds Most Modern Tool Plant 
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Tus unquestionably is the No. 1 
news of the year in the Tool Making Industry. Conveniently located 
nght in the heart of the mid-western industrial area, this new plant TW \ST DRILLS * REAM ERS * SPECIAL TOOLS 
dasts the finest, most modern equipment known. It offers fast, 
pendable service to distributors and users of Twist Drills — 
keamers — Special Tools. It has installed the latest, scientifically 
tfected heat-treating equipment, automatically controlled. 
complete testing and research laboratory functions under the 


itrection of skilled technicians. All these things insure unerring 








cision and uniformity in manufacture and the ultimate in quality. 


Chicago-Latrobe Twist Drill Works is a combination of the 


Lhicago Twist Drill Works and the long established Latrobe Tool GENERAL OFFICE RSON + CHICAGO 
lorks. For better tools, better service — more holes per grind — in- NEW CHICAGO P . DNTARIO STREET 


st on Chicago-Latrobe Double- Circle Tools! Send for our new catalog. 


BRANCHES WITH COMPLETE STOCKS IN PHILADELPHIA ¢« PITTSBURGH ¢ MILWAUKEE e DETROIT 





FOUR .... that's all you need to sell the big majority of 
all die-stock inquiries. These four products of "Pipe-Thread- 


ing Headquarters" can get you the bulk of the business. 


@ The “LEADER,” receding dies, 
universal guides, champion in the 
easy-cutting field: the “BULLDOG,” 
the world's favorite quick-opening 
adjustable stock: the “BULL PUP,” 
solid but fully adjustable for deep 
or shallow threads: and the “CHIP 
CHASER,’ a ratchet-type tool 
for smaller sizes in which “you 


change the size but not the dies.” 


Send for complete descrip- 
tions of these four nationally- 
populor sales-producers. 


BULL PUP 


THE OSTER MANUFACTURING CO. 


Sales Office: 2041 East 6!st Street, Cleveland, O. 
Factories: Erie, Penna., ond Cleveland, Ohio 
New York City Showroom and Office: 292 Lofayette St 


THREADING HEADQUARTERS SINCE 1893 


ey 


% | | 
BULL DOG, _} 


xX 
THREADING EQUIPMENT 


WILLIAMS DIE STOCKS 
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Some buy diamonds. Some 
buy platinum. Some hoard 
gold; but for the industrial 





distributor a.stock of 
ARMSTRONG TOOL HOLDERS 
and TOOLS is more than se- 





curity, for wherever wheels 
turn there is a steady mar- 
ket for ARMSTRONG TOOLS 
...and a PROFIT. 


ARMSTRONG BROS. TOOL CO. 
“‘The Tool Holder People”’ 
CHICAGO NEW YORK ek Beked, | 





wy ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms 
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SUPPLIES along the “MOTOR AISLE” 


Hailed as the ultimate in modern plant efficiency, achievement of this new efficiency plane are clear] 
the new Westinghouse motor production line uses seen in these photos, which also convey som 
industrial supplies and equipment widely and essence of the engineering triumph that has beer 
. The scope with which these products wrought. (All photos supplied through courtes) 


wisely. 
of Westinghouse Electric & Mfg. Co.) 


are brought into play, and their importance in the 





MOTOR FRAME FEET are quickly drilled at this multiple DIE CASTING ROTOR SETUP. Also in evidence is a quan- 
drill press. Through all of the production steps, note tity of air hose And the man in the background 
the importance of conveyors. is using one of the many chain hoists. 


ASSEMBLING an a.c. motor with power drives. Note the 
turntable for rotating the work and convenient mate- 
rial racks and tool stands. 


IN ERECTING the new building, trusses were welded on 
the floor. Advantare of the down-hand positi n Was 


ver possible, as in this case 
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INTERESTING OPERATION jis the dynamic balancing of a 
die-cast stroboglow balancing machine. 
Note the strategic play of electric lamps on work. 


rotor on a 


MATCHING rotors and stators on the 
Avain note that chain hoists are brought 
wherever they will help speed the job. 


line. 
play 


conveyor 
into 


a 


CINCHER 
ea 


ame ‘—) 


ANOTHER JOB DONE IN BULK is the multiple milling of 


keyways in the shafts, four shafts at one time. Cutters 
must stand rugged service on this unending job. 


Te: 


FOUR-WAY multiple spindle drilling of motor frames. 
In this operation sixteen spindles operate simultane 
ously. Drills are used in quantity. 








EQUIPMENT 
feeds and automatic stops. 
multiple spindle press retrieves after drilling, 


DRILLING showing application of 


The carriage and fixture on 


power 


NEAR THE END OF TRAIL, 
quickly applied coating of paint. 
nozzle is the equipment 


finished with a 


Reyular spray hose 


motors are 


and paint spray used, 
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C. E. (Cliff) HARTSING 


iS “MR. TOLEDO” 
IN THE FAR WEST 


Cliff Hartsing represents "TOLEDO" in California, Oregon, Washington, Nevada and 


Arizona. 


A conscientious, hard worker and has done a fine job for "TOLEDO". Has a fully 
equipped demonstration truck with a "TOLEDO" No. 999 !/.” to 2” Power Pipe Machine 
ready for demonstration purposes. Let Cliff help you with your prospects. He knows the 
"TOLEDO" line from A to Z, and is always good on those hard to get prospects. 


His hobby is Golf, though we've never seen him play, we understand his game is good. 


Get in touch with Cliff when in need of '' TOLEDO" sales assistance. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE AND DISPLAY, 72 LAFAYETTE ST. 


"TOLEDO 
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When the Dayton Cog-Belt exerts its 
brute strength... when it settles 
down in the pulley grooves with its 
bulldog grip...that’s PULLING 
POWER! 

No other belt takes hold and pulls 
like the Dayton. No other drive com- 


COG-BELT DRIVES 
0) 
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pares with the Dayton Cog-Belt Drive 
for positive, safe, smooth, economical 
power transmission. 

The distinctive advantages of Day- 
ton Drives are dramatically presented 
to readers of the leading industrial 
journals in dominating, dynamic ad- 
vertisements. This is one reason why 
mill supply salesmen find the demand 
for Dayton Cog-Belt Drives growing 
at a rapid rate. The result is a phe- 
nomenal increase in sales. 

Dayton Distributors are looking for- 
ward to another year of record-break- 
ing Dayton Cog-Belt business during 
1938. 

THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 








The quality of C. T. Patterson Company’s goods and the 
standing of their house are reflected in their catalogs, the 
newest of which is their second successive catalog compiled 
by the Donnelley organization. 


* 





No industrial supply house can expect 
buyers to know what it has to sell unless 
it takes its goods to the buyer's offices 
and keeps them there. And _ nothing 
else approaches good catalogs, issued at 
reasonable intervals, in keeping a dis- 


tributor’s stock at the buyers’ elbows. 





R. R. Donnelley & Sons Company 
Largest Builders of Mill Supply Catalogs for over 30 years 


350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS 
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Five Distributors Out 
With New Catalogs 


Five new catalogs of industrial 
equipment and supplies were recently 
issued by distributors. The new edi- 
tion of the Ulrich Supply Co., Kan- 
sas City, Mo., presents their lines 
of steam, oil, gas, water specialties, 
belting, hose and packing. 

General Machinery & Supply Co., 
of San Francisco distributed a new 
catalog of tools, and industrial and 
contractors’ supplies, with a compre- 
hensive section covering pipe, valves 
and fittings. 

A catalog of over 300 pages, issued 
by Haverstick & Co., Rochester, N. 
Y., shows a wide variety of goods, 
ranging from pipe, valves and fittings, 
to heavy hardware, tools and contrac- 
tors’ equipment. 

The new catalog of the Ellfeldt 
Hardware & Machinists’ Supply Co., 
Kansas City, Mo., has a comprehen- 
sive selection of industrial equipment, 
including tools, metals and transmis- 
sion equipment. This catalog is bound 
with a beautifully embossed black 
cloth cover. 

W. J. Holliday & Co., of Indianapo- 
lis, Ind., recently issued a new general 
industrial and contractors’ supplies 
catalog of over 400 pages. This cat- 
alog is supplemented by a steel stock 
list and buyers’ guide, for the con- 
venience of buyers of steel and indus- 
trial supplies. 

All of these catalogs were compiled 
and printed by R. R. Donnelley & 
Sons Co., Chicago. 


Dr. Tone Wins 
Chemical Prize 


Dr. Frank J. Tone, president of the 
Carborundum Co., has been awarded 
the 1938 William H. Perkin medal of 
the American Section of the Society of 
Chemical Industry, the society an- 
nounced recently. 

The medal was awarded to Dr. 
Tone for “valuable work in applied 
chemistry, including the development 
of abrasives and refractories.” The 
medal will be presented to him Jan. 7. 





MAYBE Otto Kamman, Midwest Abrasive 
can learn something new about his line as 
he listens to Ray Harris, R. C. Neal Co. 
salesman, during the Neal show last month 



















































































What Shall We Do 
About Business? 
Why, Get Busy! 


With stock inventory past, why not take inventory of your 
present sales equipment? How can you best turn your stock 
into sales and profits? 


An unusually large number of distributors are answering this 
question by taking their goods to the buyers in new general 
catalogs in 1938. 
1937 saw more new Donnelley-built catalogs issued than for 
many years past. 


And yet, in the last few months of 1937, so many distributors ordered 
work started on new catalogs that the Donnelley organization is 
compiling more supply catalogs at the beginning of 1938 than at 
any time in 1937. 


From New York to Honolulu, and from New Orleans to the 
Great Lakes, new general catalogs are going to help aggressive 
distributors get the most from 1938. 


W ould you like to see some of these new catalogs and to talk 
the matter over with a Donnelley supply catalog man? No 
obligation. 


“More Than 1000 Repeat Order Editions” 


R. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS 
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REG US PAT OFF 


That is Changing the Belt-Lacing 
Habits of the Nation! 


The Safety Belt-Lacing Team 


Safety Portable Lacer ( Laces Hooks ) 


; : Below Sur- 
with Ribbed Jaws face of Belt 


(“* x") Safety Belt Hooks 
Reinforce 


Belt Edges with Steel Binder Bars 


No other belt-lacing system can produce a belt joint (1) that sinks 
hooks BELOW the surface of the belt. (2) that provides belt edge 
protection. (3) that lasts as long or runs as smoothly as the joints 


produced by a Safety Portable Lacer and Safety Belt Hooks. 


Both Distributor and Consumer Acceptance 


is Nation-wide and steadily expanding. 


Safety Distributors Are Selling TODAY’S Efficiency, at 
Greater Profit, and Giving Consumers Greater Satisfaction. 


Safety Belt-Lacer Co., Toledo, Ohio 
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E. L. “Andy” Anderson is now covering the 
Midwest territory for the Charles Parker 
Co.'s line. He is well known throughout his 
territory having been associated with the 
Millers Falls Co., out of their Chicago 
office, for the past seventeen years 


Belt Talk Given in 
Syracuse for Buyers 


An engineering dinner meeting held 
recently in Syracuse attracted over 
100 plant men to hear R. E. S. Geare, 
vice-president in charge of sales and 
engineering of the L. H. Gilmer Co., 
Philadelphia, speak on the subject of 
modern power transmission practice 
and how to get the most out of drives 
with special attention to V-drives. The 
Gilmer Co., and Burhans & Black, 
Inc., Syracuse distributors, sponsored 
the meeting. 

Blackboard diagrams and actual 
belts and cross sections of V-belts 
helped illustrate Mr. Geare’s talk. 
Questions and comments from the 
men on transmission problems fol- 
lowed the address. 

C. G. Ralph, general manager of 
Burhans & Black, presided; others on 
the program included A. P. MacFar- 
land, assistant sales manager of the 
industrial division of L. H. Gilmer Co. 
and Earl V. Snyder, New York state 
district manager of the company. 


Ladds New President 
for Sweet's Steel Co. 


Herbert P. Ladds, of Birmingham, 
Ala., was elected president and gen- 
eral manager of Sweet’s Steel Com- 
pany, Williamsport, Pa., at a special 
meeting of the board of directors held 
recently, according to announcement 
made today by J. F. A. Comstedt, 
who in June acquired controlling in- 
terest in the industrial plant. 

H. R: Boston, New York City, was 
elected secretary-treasurer and John 
A. Schultz, former president and gen- 
eral manager, becomes general works 
manager and remains on the board of 
directors. 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 








AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldiess 
Chain © Malleable Castings © Railroad 

Specialties 

AMERICAN CABLE DIVISION 
Tru-Lay Preformed WireRope ® Tru-Loc Proc- 
essed Fittings © Crescent Brand Wire Rope 

Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists ©@ Trolleys 
HIGHLAND IRON & STEEL DIVISION 
Wrought!ron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape © Welding Wire 
READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists © Electric Hoists and Cranes 


FY [TSbimess | fot Your Safe ty Wi 



















American Cable Division, Dept. MS 
American Chain & Cable Company, Inc., Wilkes-Barre, Pa. 


Send me copies of your booklet “Greater Dollar Value 
with Tru-Lay Preformed” 





NAME___ 
FIRM 
ADDRESS. ee ny 








\ BRAND NEW BOOK 


(JUST OFF THE PRESS) 


@ Here is a book you will not only want to 
read yourself but you will want every man 


concerned with wire rope to read it. In its 
























28 pages there is constructive, helpful in- 
formation for every one from the super- 
intendent or chief engineer to the machine 
operator. Its extremely practical informa- 
tion covers such important points as how to 
make better attachment of fittings; how to 
minimize the effect of abrasion, sheave wear, 
reverse bending, whipping; how to elimi- 
nate poor spooling, etc. 

Send today—now—for a free copy of this 


valuable book. No obligation. 


AMERICAN CABLE DIVISION 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
WILKES-BARRE, PENNSYLVANIA 












! 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, 





New York, Philadelphia, Pittsburgh, Houston, San Francisco 





| 
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TRU-LAY (roformed WIRE ROPE 


* ALL AMERICAN CABLE DIVISION ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE -MERALD gypanpd 
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CUT THEIR 


FINISHING COSTS! 


THE NEW DELTA 
6" BELT SURFACER 


Finishing, polishing, edging and burring of 
small parts are all speeded up with the new 
Delta 6” surfacer. Completely flex- 
ible in operation, this surfacer can be 
used vertically or horizontally, used 
with simple stop for small work or 
with accurate 734” x 1434” tilting table and 
miter gauge for precise finishing. 

It is fully enclosed. This makes possible 
effective dust collection and complete safety 
in operation. Rubberless drums mounted on 
New Departure self-sealed ball bearings, 
requiring no lubrication. Welded steel stand 
available to make machine completely port- 
able. Can be set alongside heavier machines 
so operator can finish small parts while tak- 


ing out on heavier 
| : 


machine, thus com- 
bining two opera- 
tions for the cost of 
WITHOUT MOTOR, 
BELT GUARD, SWITCHROD. 
FENCE BACKSTOP AND TABLE 




























one. A thoroughly 
engineered tool at 
the price of a 
“cheap’”’ surfacer. 


DISK SANDER 


Designed to meet every requirement for 
accurate sanding, this new Disk Sander is a 
high-grade tool for high-grade work—not 
just another makeshift for sanding. From 
the pattern shop to the production and as- 
sembly line in the plant, this machine is 
adaptable to a wide variety of finishing and 
sanding operations. It is especially 
useful where accurate finishing to 
line or layout is important. 

It is made in two models; one a 
direct-drive unit employing 
either a %4-H.P. or a 
¥4-H.P. ball-bearing motor. 
The other model is a belt- 
drive unit. 

Write for complete descrip- 
tive circular and name of 

nearest Delta dealer. 


DELTA MANUFACTURING COMPANY 
625 E. Vienna Ave., Milwaukee, Wis. 


WITHOUT MITER 
GAGE OR MOTOR 
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New California Distributors 
Rapidly Expanding 


Lines taken on in the past few 
months by the Industries Supply Co., 
newly established industrial distribu- 
tor of San Diego, Cal., include: He- 
witt Rubber Corp.’s industrial rubber 
goods; Plant Rubber & Asbestos 
Works’ insulations and _ packings; 
Keystone Lubricating Co.’s specialized 
oils and greases; Wheeling Steel 
Corp.’s flat and corrugated gaivanized 
plain and Cop-R-Loy steel and weld- 
ing fittings of Tube-Turns, Inc. The 
company has also been appointed a 
distributor for the Kimball Krogh 
Pump Division of the Victor Equip- 
ment Co. 

Paul B. Rayburn, Jr., an executive 
of the firm says, “We are attempting 


to establish an industrial business 
based upon ‘specialized industrial 
items. We are giving particular at- 


tention to training our men in the 
field of sales for these products.” 

He goes on to explain, “We are 
now developing something that might 
prove of interest to other small indus- 
trials and, that is, the building of a 
manual for our customers of the prod- 
ucts which we handle. We have had 
designed a very fine loose-leaf cover 
84x11 in. in size. Then we had 
printed for the forepart of these books 
a listing showing all of the different 
manufacturers we represent. 

“We then sought and received very 
fine co-operation from manufacturers 
in supplying us with 84x11 in. size 
condensed catalogs on their lines. Our 
salesmen are preparing these cata- 
logs, or manuals as we like to call 
them, for each individual customer 
according to his interests in the prod- 
ucts which we handle. 

“We believe that this book is going 
to do us a world of good. It will give 
the customer the manufacturer’s own 
literature on materials in which he is 
interested. It will eliminate much 
miscellaneous information on non-kin- 
dred lines which mean nothing to him. 
We will achieve the effect of having 
a catalog without the tremendous cost 
of printing a catalog.” 


a 


oo 
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Here are two new faces around Woodbury 
& Co., Portland, Ore. At the left is George 
Dickie, just a few weeks on the city desk, 
and on the right is E. A. Thirkell, outside 
salesman. The center figure is S. H. Osten- 
son, asked to join the group because he 





well — that 
he did! 


photographs is, we thought 

















POWELL VALVES 


FRE WM. Beek CS. CIN CIR BST. 881.0 
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IN 1938 INVESTIGATE, CARRY and SELL 


THIS LINE OF FAVORITES 


“HALLOWELL” STEEL BENCHES 


Fig. 732 


Buyers are quick to recognize the many 
by “Hallowell” 
The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
“Hallowell” 
have smooth steel tops—rigid flanged legs 
—ample shelf space and pilfer-proof drawer 


advantages 
Benches. 


deciding factor. 


if desired. 


“HALLOWELL" 





ey 


Pat'd and Pat's lends >, 


offered 


ee 


STEEL TRUCKS 





Fig. 754. Pat. Applied For 


If you want to 


best value for 
them “Hallowells”. 
won't chip or 


in wide variety. 


“HALLOWELL" 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a va- 
riety of types for 
all purposes. 


STANDARD PRESSED STEEL Co. 


. supply your prospects 
with floor trucks that will give them the 
their 


money—you'll 


The steel platforms 
splinter ... all 
will stay rigid . . 





WRITE FOR LITERATURE 


Benches 


parts 
. . wheels and hubs are 
made for easy rolling, and they're supplied 


“HALLOWELL" STEEL STOOLS 





1334 





Fig. 


Pat. 
Applied 


For Fig. 1249 


The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. ‘Hallowell’ Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL" 
STEEL LIFT TRUCK PLATFORMS 








Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


“HALLOWELL" 
STEEL SHAFT 
COLLARS 


Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 
popularity. 





Fig. 100 Patented 


“PIONEER” 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger — 
and the only 
hanger with inte- 
gral feet. 

lions in use 
world over 





AND 


DEALERS PROPOSITION 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 
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L. H. Denton, smiling sales manager of 
Alexander Milburn Co., manufacturers of 
paint spray and welding equipment, seems 
mighty pleased with his exhibit at the recent 
Baltimore purchasing agents’ show 





Morehead Medal for 1936 
Awarded to H. S. Smith 


The James Turner Morehead Medal 
for the year 1936 has been awarded 
to H. Sidney Smith for his vision, in- 
spirational guidance and aggressive 
cooperation in the advancement of the 
acetylene industry. The medal was 
presented to Mr. Smith during the 
opening session of the 38th Annual 
Convention of the International 
Acetylene Association held at the Tut- 
wiler Hotel in Birmingham, Novem- 
ber 10. 

The Morehead Medal is awarded an- 
nually by the International Acetylene 
Association to the person or persons 
who in the judgment of its officers and 
board of directors have done most to 
advance the industry or the art of 
producing or utilizing calcium carbide 
or its derivatives. The award was es- 
tablished in 1922 by John Motley 
Morehead in honor of his father, the 
late James Turner Morehead, who in 
1892 sponsored the experiments which 
led to the discovery of the electric 
furnace method of producing calcium 
carbide. 

Mr. Smith has also recently been 
announced as the recipient of the 
Samuel Wylie Miller Medal awarded 
by the American Welding Society and 
thus becomes the first to receive the 
two outstanding awards of the weld- 
ing industry. He is a well-known fig- 
ure in the acetylene industry both in 
America and abroad. He has served 
as president of both the British Acety- 
lene Association and the International 
Acetylene Association, and he has 
been directly responsible for many 
important developments in acetylene 
utilization. 


Now Frey Industrial Supply Co. 
The Frey Industrial Supply Co., 
Los Angeles, Cal., formerly known as 
the Christie-Frey Co., is now located 
at 3828 Santa Fe Ave. The com- 
pany name was changed to better 
describe the nature of its business. 
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To Our 
PRESENT and FUTURE 
DEALERS... 


1938 


will be a banner 
year for you... 


that your worries 
will be small 
and your profits 
will be large 





STANDARD 
PRESSED STEEL 
COMPANY 


























SOCKET SCREWS 
are PROFIT PRODUCERS 
any year 














The widespread acceptance and demand 
for all types of “Unbrako” Socket Screws 
Vig. 1564 have made them a favorite line with 
a dealers everywhere. The long recognized 
high standard of quality maintained in 
these products has made them easy sel- 
lers and steady repeat items. The new 
developments introduced by “Unbrako”, 
such as the knurled heads on socket cap 
screws and the recently introduced self- 
locking hollow set screw, have given 
“Unbrako” dealers something different 
to sell to their customers .. . proof of a 
wide awake manufacturer working with 


— and for their distributors. 


U.S. & Foreign 
Pats. Pending 
“Unbrakeoe’ Hollow Set Screws 


. . . made of finest alloys, properly heat 
treated. Standards of quality for two 
decades. 


**Unbrako’’ Self-Locking Hollow Set Screws 


; . new on the market but already a sensa- 
tion. Can be sold wherever there’s a need 
for set screws that can’t work loose. 


“Unbrako’’ Socket Head Cap Screws 


. . . have two distinctive features .. . their 
non-slip grip and their easy way of being 
locked after countersinking. 


‘*Unbrako’’ Socket Head Stripper Bolts 


also have the knurled head that speeds-up 
production. They’re compact and fit in small 
spaces. 


Fig. 1446 





SELF-LOCKING NUT 


ey and one that can’t shake loose, even 
from the worst vibration. It’s self-contained. 


Send for literature and dealers proposition 
on these items. 





STANDARD PreEssED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT ST. Louis 


INDIANAPOLIS Box 519 SAN FRANCISCO 
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and That’s Why We're Handling 
GARDNER-DENVER Centrifugals 


Contractors and suppliers are finding that facts and figures 
build sales where mere claims leave their customers cold. 
That's the reason they're handling Gardner-Denver Cen- 
trifugals . . . they know that Gardner-Denver engineers 
not only promise pump savings, but estimate the amount 
of the savings and stand behind that estimate. 

They know that Gardner-Denver Centrifugals are the 
best application of the most efficient principle in pump- 
ing . . . that Gardner-Denver Centrifugals combine ad- 
vanced engineering with the finest in materials and 
workmanship . . . that Gardner-Denver Centrifugals are 
TOMORROW'S PUMPS TODAY. 

Find out more about Gardner-Denver pump-cost esti- 
mates—they let the user know. Write us today! 


GARDNER-DENVER CO. + Quincy, Illinois 


Since 1859 


Advanced features of design and con- 
struction assure high efficiency in the 
Gardner-Denver Horizontally Split Case 
Centrifugal Pumps 




























Gardner-Denver Side Suction Centrifugal 
Pumps cover a wide range of uses 











DENVER 
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Frank Brady shows a customer fast service 

at the R. C, Duncan Co.'s service counter, 

while in the background Gene Bundul takes 

a telephone order and Dan Wright writes 

up an order for their local Minneapolis 
customers 


Distributor Sells Customer 
With Trade Literature 


Crane Co., Chattanooga, Tenn., has 
installed an attractive as well as use- 
ful method to arrange descriptive lit- 
erature and pamphlets describing 
their products. A wooden poster 
board 7 ft. by 5 ft. is set up against 
the wall in the office in a prominent 
place. Wooden pockets are made in 
rows on the board to hold the envelope 
stuffers, and larger pockets are made 
to contain catalogues and larger cir- 
culars. The board is oak finished and 
makes a nice-looking piece of office 
furniture. 

“We have found this method of han- 
dling our literature profitable, 
many times a customer looks over the 
literature, and it will bring to his 
mind some other product he would 
like to buy,” said Burt Nelms, man- 
“We have sold the customer 
something more by having our ‘five 
foot’ shelf of descriptive literature, 
within reach of anyone who enters 
the office.” 


as 


West Virginia Log Sawing 
Record Set with Atkins Saw 


The Mountain State Forest Festival 
of West Virginia featured a log saw- 
ing contest which attracted over 25,- 
000 people who watched Earl Kelli- 
son of Cowen and his brother, Merit 
of Huntersville, W. Va., set a new 
record in sawing through a 20-in. log 
in 52.6 seconds. 

They used a No. 77 Atkins silver 
steel crosscut saw, shaving off the 
56-second winning time of last year. 
Atkins saws also took third and 
fourth places. 


Kinney Manager Dies 


Harrie M. Giffin, manager of the 
transmission department of the Kin- 





ney Mfg. Co., Jamaica Plain, Mass., 
died on November 4, after many 
| years’ service with the company. He 
| was well-known to the trade and his 
| passing will be deeply felt. 


























COUNTERBORING 


The NATIONAL Spline Taper Drive 
Counterbore and its companion tool, the 
Spline Drive Inverted Spotfacer, combine 
Simplicity of Design with Ruggedness, 
Permanent Alignment, Interchange- 


ability andexceptionally Long Life. 


Special Engineering Service 
for handling adaptations 
to the special or un- 
usual jobs. Standard 


sizes in Stock. 


Note the Simple, Rugged 
construction of the Spline 
Taper Drive (above). 
Send for the new NATIONAL 
Catalog of Heavy-Duty Counter- 


boring Tools. 
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$ Te 
ONLY'750 A MONTH PROFIT. 
.ou probably couldn't run a mill supply business on 
Hancock Valves alone. But several new Hancock Distribu- 
tors have started right off and made $750 profit per 
month. Of course, some of our 175 new distributors have 
made less . . . but all of them are making real money. 
Proven by our 500% sales increase the first six months of 
this year. 
What's more, you don't have to tie up much money to put 
in a stock. This means a rapid turn-over . . . for you stock 
and sell only one pressure range of ihese new longer- 
wearing Hancocks for all industrial plant applications where 
users want lower maintenance costs. 
These new Hancock Bronze Valves are just two years old 
this month and already they are standard equipment for 
hundreds of major valve users. Because these careful 
buyers have found that the "500" Brinell stainless steel 
valve seats and discs outwear other good valves by several 
times. That they won't wire draw or leak and require al- 
most no maintenance at all. In most cases Hancock reor- 
ders are automatic. 
With a very moderate initial stock you can start cashing 
in on the national swing to Hancocks. We're just getting 
up speed. Our merchandising plans and 35 missionary 
salesmen insure at least 200% more Hancock sales during 
the coming year. 
We've really only been selling through distributors for two 
years. Consequently we don't know all the answers. But 
we're leaning over backwards to shoot square with our 
distributors. For instance; we put every order we get 
direct through a distributor if we have one in that locality. 


aa _— SS ss 
(BETTER RE-ORDER Ly 


ON THOSE HANCOCKS, 
BOSS THEYRE / 
FAST MOVERS =) = 











If you are interested in as little as $750 a month profit 
(which should be more next year), drop us a line. Maybe 
after hearing our full story we can get together and both 
profit by it. 


HANCOCK VALVE DIVISION, 


MANNING, MAXWELL & MOORE, INC., 
BRIDGEPORT, CONNECTICUT 


HANCOCK VALVES 
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Jack Shields, right, of Standard Pressed 
Steel, holds the keen interest of a visitor 
at the Neal show in Buffalo 





Executive Changes Made 
By Caterpillar Tractor 


Five important changes in the or- 
ganization of Caterpillar Tractor Co., 
Peoria, Ill., were recently announced 
by President B. C. Heacock. Mr. C. 
Parker Holt turns over the office of 
executive vice-president to A. T. 
Brown, formerly vice-president gen- 
erally administering the accounting, 
treasury, traffic and parts depart- 
ments. Mr. Holt returns to the San 
Leandro, California, office of the com- 
pany where, as vice-president, he will 
direct activities there and coordinate 
the work of the several departments. 

Two new vice-presidents have been 
elected. L. B. Neumiller, formerly 
director of industrial relations, is now 
vice-president generally administering 
the parts, service and traffic depart- 
ments as well as continuing active 
management of industrial relations. 
D. G. Sherwin has been advanced 
from treasurer to vice-president in 
charge of the advertising, sales and 
treasury departments. 

D. A. Robison, formerly assistant 
treasurer, has been elected treasurer 
of the company to fill the vacancy 
created by the promotion of Mr. Sher- 
win. 


Franklin New Sales Manager 
For Central Die Casting 


The Central Die Casting & Mfg. Co. 
of Chicago, recently announced the 
appointment of J. A. Franklin as sales 
manager in charge of the industrial 
division. 

Mr. Franklin is concentrating on 
the sale of the company’s various die 
cast pulleys and flexible couplings 
along with the other industrial prod- 
ucts manufctured. 


Arnaud G. Heller Dies 


Arnaud G. Heller, vice-president of 
Heller Brothers Co., Newark, N. J., 
died Nov. 16, after many years’ serv- 
ice as an executive with the organ- 
ization. Mr. Heller’s death will be 
keenly felt among his many friends 
and business associates. 








LINCOLN 


LUBRICATING EQUIPMENT 
Helps Lower Maintenance Costs 


You can make a lot of friends and increase your sales by helping manu- 
facturers solve the problem of eliminating bearing failures. Get them 
to install Lincoln Lubricating Equipment and you will help them 
avoid grief, save time and cut maintenance costs. 
Lincoln makes a wide range of equipment for the most efficient 
A fow of the many types of hand operated Uncoln application of grease lubricants, and you undoubtedly will find our 
Grease Guns are shown above. The complete line standard units ideally suited for the requirements of your trade. 
> shown Se Sapien Me. 69. More and more, Lincoln Lubricating Equipment is being used in 
factories, mills, mines, roundhouses, on contractors’ equipment, on 
farm implements, in the oil fields, and in many other places by those 
who realize the importance of utilizing the best equipment for lubri- 
cating bearings, and other moving parts. 
All Lincoln Power Operated Lubricant Dispensers, Hand Guns, 
Fittings and Accessories are illustrated and described in Catalog No. 
60... . Every item in this outstanding line is built to a single standard 
of highest quality and is sold through selected distributors. 


LUSCOULH €NGIPREERING COMPAR Y 


ee ee ee ee ee ee ee ee ee) 


mERD OFFICES. $7 Ours. MO FACTORIES § oul MoO DETROIT ™ 


Lincoln KLEENSEAL and Button Head Fittings in 
all types and sizes are available for replacement 
and modernization needs. 
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— sell easily not just be- 
cause they are so bril- 
liantly trademarked, — 
that helps a lot — but, 
because they have the 
metal cutting teeth that 
put them at the top of 
first quality files. 


We sell through 
selected distributors. If 


you are in an open terri- 
tory write for our Dis- 
tributors Plan. 


SIMONDS 


SAW AND STEEL CO. 


Established 1832 
FITCHBURG, MASS. 
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Morse Chain Co. in 
Retooling Process 


New equipment has recently been 
added to the plants of the Morse 
Chain Company at Ithaca and De- 
troit. Now, with many new machine 
tools set up and in operation, produc- 
tion facilities and capacities have 
been materially stepped up. 

Some of the tools recently added 
include two grinders, one tool and 
cutter grinder, one 52-in. boring mill, 
eleven automatic lathes, two twin 
spindle drill presses, two turret lathes 
and four gear cutters. 

Morse has also installed new equip- 
ment in the heat treating department 
—one floating control carburizing 
furnace, two 60 k.w. dense load 
“Homo” furnaces, and one 60 k.w. 
“Homo Carb” carburizing furnace. 
The latter is one of the first of these 
units. 


Fire Hose in Good 
Condition After 75 Years 


At the purchasing agents’ exhibit 
held in late October in San Francisco, 
the Hercules Equipment & Rubber 
Co., of that city, exhibited a piece of 
leather fire hose which was found 
during excavation for a new ward to 
the San Francisco hospital. 

This leather hose was installed in 
1862 in the St. Catherine’s Home and 
Training School. In the rebuilding 
and improvement of the home later 
on, the hose was buried in the ground 
and at the time of its discovery a 
few months back was still in excel- 
lent condition. The hose was a prod- 
uct of the B. F. Goodrich Co. 


Grinding Wheels Added 


Macklin grinding wheels are now 
being stocked by the Alden Supply 
Co., of Philadelphia. This firm 
holds sales meetings every second 
Friday with a factory representative 
as the speaker. 


W. W. Truesdell, vice-president and sales 
manager of Industrial Products Co., Inc., 
of Seattle, Wash., visits the warehouse to 
check up on the stock of grease drums with 
Homer Jones, stock man for the organization 
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| GREATER ebliing _ 


In YALE Products, you have a definite opportunity for increased 
sales. You must remember, though, that selling power depends 
upon TWO factors—the character and reputation of the product— 
and the effort you put forth to cash in on them. 


In YALE Chain Hoists and allied products you have the advantage 
of quality and prestige which have been traditional for more than 
half a century. Take full advantage of these two great sales 


forces. Let every industrial buyer in your territory know that 
you sell YALE. 


Your efforts, backed up by YALE Cooperation—TEAM-WORK— 
are sure to turn your sales curve profitably upward. 

Stress the 10 POINTS of Yale Superiority .. . 

and watch your sales increase. 


1—Steel Safety Hook and Crosshead . . . 2—Steel Suspension Plates... 
3—Steel Load Sheave . . . 4—Steel Driving Pinion . . . 5—-Load Sheaves 
Ball Bearings . . . 6—Hand Chain Guide ... 7—Steel Load Chain ... 
8—Steel Detachable Shackles .. . 9—Ball Bearing for Safety Hook ... 
10—Steel Safety Hook. 


Capacities: 300 Ibs. to 40 tons 














THE YALE & TOWNE MANUFACTURING COMPANY, 


PHILADELPHIA DIVISION, PHILADELPHIA, PA. 
IN CANADA: ST. CATHARINES, ONT. 











LANTERNS. 


IMPROVED STREAMLINE 


MODELS FOR CONTRACTORS 


Qn the Streamlined models of Dietz 
“Monarch” and "Little Wizard" Lan- 
terns you are now able to offer im- 
proved features that are particularly 
useful to contractors — improvements 
that should greatly increase your sales 
volume this new year. 


These added salability features in- 
clude a broader non-tip base—a new 
pivoted bail, a high efficiency burner, 
improved top, and protective coating 
of Grade A Charcoal tin in new proc- 
ess bright finish. Moreover, the 
streamlined curves serve to spill off 
wind and rain. 


HIGHEST QUALITY TORCHES—TOO 





Oe ee a ee 7, 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 180 
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Playing for the 1937 Industrial Championship of Ogden Park, Chicago, Link-Belt won 








all four softball games from the leading teams of two Chicago Industrial Leagues 


Crane Co. Forms 
Research Division 


Formation of a division of engineer- 
ing and research by Crane Co., Chi- 
cago, with L. W. Wallace, head of 
engineering research for the Associ- 
ation of American Railroads, as di- 
rector, has been announced by Charles 
B. Nolte, president of Crane Co. The 
new division will comprise the existing 
division of research and development 
and the product engineering depart- 
ment of the company. 

“The new division has been formed 
to co-ordinate all engineering activi- 
ties of the company,” said Mr. Nolte, 
“and to further its progress in di- 
versified fields. The importance and 
growth of this technical work have 
proven the advisability of maintain- 
ing a complete and well-staffed engi- 
neering division, free from all re- 
sponsibilities except those relating to 
engineering, research, design and ex- 
perimental work.” 


Motter's Sons Mark 
100th Anniversary Year 


George F. Mottar’s Sons, of York, 
Pa., begins this month, a series of 
events commemorating the founding 
of their business 100 years ago. The 
company designs and builds and re- 
conditions special machinery of all 
kinds. A subsidiary, George F. Mot- 
tar’s Sons Supply Company, is a dis- 
tributor of mills supplies, pumps, 
steam specialties and electrical ma- 
terial. 

The anniversary year opens with 
the mailing of a historical brochure 
to all of the employees of the com- 
pany and to business friends. This 
colorful booklet is filled with photo- 
graphs of newspaper clippings of 
1838, memoranda from the business 
records and from personal diaries of 
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members of the Motter family, re- 
productions of machines from old 
wood cuts, and machines built by 
the firm today. 

A period has been set aside in Oc- 
tober for a three-day industrial ex- 
hibit at York. The purpose of this 
exhibit is to thoroughly familiarize 
industrial York with the products 
and equipment handled by the supply 
company. Ample space and power 
facilities will be provided for demon- 
stration exhibits by those companies 
which Motter represents. 


New Metal Containers 
For Hack Saw Blades 


Striking metal boxes are now be- 
ing used in packaging “Star” and 
“Victor” hack saw blades. All of 
the new containers are lithographed 
in colors and have a chart on the 
bottom to aid in the proper selection 
of blade for various kinds of work, 
while inside the lid are printed sug- 
gestions for the proper use of blades. 

These new containers have a num- 
ber of advantages both for distribu- 
tors and users. For the distributors 
they present a more attractive piece 
of merchandise; furnish a box that 
can always be wiped clean; takes 
less room on_ shelves; eliminates 
transfer of blades from damaged 
cardboard boxes and avoids resulting 
confusion in stock. For users they 
present a more convenient package; 
cannot be damaged easily; and have 
further uses when empty—for holding 
light tools, rivets, and nuts. 





Agents for Mixers 


Distributors for concrete mixers 
and equipment of The Ransome Con- 
crete Machinery Co., Dunellen, N. J., 
recently appointed, are the Milburn 
Machinery Co., Columbus, Ohio, and 
Engleby Equipment Co., Roanoke, Va. 
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BARNES 


es 


BLADES 





Whether you're buying bird dogs or hack 
saw blades, you want ‘em dependable—trust- 
worthy—able to do the job set for them quickly. 


efficiently. 


Barnes “Service” Special Alloy Blades—one 
of six types made by Barnes—are designed 
for production jobs and are priced moderately. 
Their ability to reduce cutting costs on stain- 
less steels, chrome, nickel and vanadium 


alloys makes them a fast moving item. 


When you stock Barnes Blades you're stock- 
ing good hack saw and band saw blades. 


They'll never gather dust on your shelves. 


W. 0. BARNES CO., INC., Detroit, Michigan 
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John T. Schaefer Becomes 
Editor of Industrial Selling 


John T. Schaefer, associate edito 
of Industrial Selling, monthly supple- 
ment to Mill Supplies for the pas 
eight months, was named editor ot 





JOHN T. SCHAEFER 


that publication late in December. 
James A. Channon who has been both 
editor and business manager, will 
continue to manage the paper’s busi- 
ness affairs. 

Mr. Schaefer, a graduate of the 
University of Illinois in Industrial 
Administration, in 1930, has been En- 
gineering Editor of Electric Refrig- 
eration News and a member of the 
sales promotion staff of the York Ice 
Machinery Corp., York, Pa. 


Chemical Industry Medal 
Goes to Frank J. Tone 


The Perkin Medal of the Society 
of Chemical Industry was presented 
to Dr. Frank J. Tone at a joint meet- 
ing of the American section of the 
Society of Chemical Industry and the 
American Chemical Society on Janu- 
ary 7, in New York City. 

The medal is awarded annually for 
the most valuable work in applied 
chemistry and was given to Dr. Tone 
for his work in the field of abrasives 
and refractories. James G. Vail, 
chairman of the American section, 
presided at the meeting. 

The program included a talk on the 
life and accomplishments of Dr. Tone 
by Professor Marston T. Bogart and 
the medal address, “The Quest for 
Hard Materials” by Dr. Tone. 


New Line Stocked 


Kasper & Koetzle, Inc., 565 Bush- 
wick Ave., Brooklyn, now stock small 
machine products of the Yates Amer- 
ican Co. 
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There’s a perfect combination . . . the keen eye 

and sensitive hands of a skilled workman and 

the accuracy and dependability of Starrett Shop 

Equipment Tools. It’s a combination that you 

see wherever you go in the Metal Working Industries . . .good 

men and good tools working hand in hand to produce fine 

work at the lowest possible cost. Tell your customers about the Starrett Tools they 
need to make their shop equipment complete. 

For a description of the Starrett line which includes more than 3,000 fine precision 

tools, dial indicators, steel tapes and hacksaws, see the revised edition of Starrett 

Catalog No. 25EG. Do you need copies? 


THE L. 8S. STARRETT CO., ATHOL, MASS., U.S.A. 


World’s Greatest Toolmakers—Manufacturers of Hacksaws Unexcelled—Steel Tapes, Standard for Accuracy 
Dial Indicators for Every Requirement 


PRECISI@@. SBOP EQUIP M E'N.T 
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SOLD BY DISTRIB- 
UTORS IN GOOD 
VOLUME 

rN mctoke) ad tela 
.... IN PROTECTED 
TERRITORIES J 


Easy to sell: WOOD'S 
mies Vattilehiekoh-\ a i-tel 


reputation ror sound 


‘T<Jalo Ma Zelemeol el 


OD! | 
Plan N 


Pb.MWOODS 


SOAS (0 
UAL : 
CHAMBERSBURG, PA. 


MEMBER: Mechanical 
Power Eng. Associates 
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For once Bill Clark (left) of Republic Rub- 

ber, listens while somebody else sells. And 

he seems to be somewhat skeptical of the 

line being handed out by L. V. Hill, Great 
Lakes Supply Corp. 


Alloy Steel Chains 
Newest Development 


Sling chains of electrically welded 
alloy steel is a new development by 
the S. G. Taylor Chain Co. at Ham- 
mond, Ind. These offer several ad- 
vantages because of greater strength 


| and reduced weight over the old type 
| wrought iron chain. 


This new alloy steel welded sling 
chain comes in sizes ranging from 
8-in. diameter bars up to 14-in. bars. 


Distributor Pioneer 
Retires from Bank 


A. F. Ellfeldt, pioneer distributor 
in Kansas City, Mo., retired January 


| 1 from the board of directors and the 


A. F. ELLFELDT 


executive committee of the Federal 


Home Loan Bank System, Des Moines 
regional branch. Mr. Ellfeldt was one 
of the guiding lights in the creation 
of this banking system, having served 
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: MILWAUKEE 
Industrial 


BRUSHES 


The door to profitable sales is opened only after you have 
convinced your buyer that you have what he wants. That's 
why it is so easy to "talk shop" about MILWAUKEE Indus- 
trial Brushes. You are selling not merely "brushes" but cor- 
rectly designed and accurately balanced SERVICE TOOLS 

. tight in every detail of materials and construction... 
built to last longer and do every job better. 


It pays to push a line that checks resistance to your initial 
sales efforts. And once you are "in" MILWAUKEE Quality 
keeps the door open for you. 


THE MILWAUKEE BRUSH MANUFACTURING COMPANY 


2212-2236 North 30th Street MILWAUKEE, WISCONSIN 


The Key Line to. Correct Industrial Brush A pplication 





MILL SUPPLIES © JANUARY 1938 











FOR YEARS 


IN MORE WAYS THAN 


DISTRIBUTORS 
FOR 1938 VISE 
PROFITS SELL 
VISES THAT ARE 


os fingers will tighten it 
it 
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SELLING 
POINTS 


] Castings 


from 


our own foundry. 


- 50% 


that 


2 Buttress Thread on 
screw - 
than square thread. 

3 Extra Metal 
breakage at this point. 
Swivel Base locks in any position. Two 


stronger 


prevents 


two men can’t move 


5 That long, heavy Horm gives the front jaw the 
necessary support and added rigidity. 





THE 


ATHOL 


LINE 
MACHINISTS 


COMBINATION 


PIPE 
HINGE PIPE 


WOODWORKE 


GARAGE e 


RS 
FARM 


HOME WORKSHOP 
MILLING MACHINE 


DRILL PRESS 


STEAM FITTERS 


THE ATHOL MACHINE & FOUNDRY COMPANY 


ATHOL, MASS 


Sold Only Through Recognized Distributors 


WSS 
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FRED ELLFELDT 


on the national committee to draft its 
frame work. Since 1898 he has been 
a director of the Kansas City Build- 
ing and Loan Association, and its 
secretary and active manager since 
1911. 

The Ellfeldt Hardware and Ma- 














HOWARD ELLFELDT 


chinists’ Supply Co. was founded by 
Mr. Ellfeldt 31 years ago. Its man- 
agement is now in the hands of two 


| sons, Fred and Howard, who serve 


as vice-president and secretary of the 
company, respectively. 


Moccasin Bushing Co. Appoints 


H. P. Schaefer, formerly with Bunt- 
ing Brass & Bronze Co., has been ap- 
pointed assistant sales manager of 
the Moccasin Bushing Co., Chatta- 
nooga, Tenn. He will be chiefly con- 


cerned with the distribution of bronze 
bars through industrial distributors 
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The Mark 
of Unswerving Quality 
and 






Dependable Service 


Sele QUALITY >See LUNKENHEIMER 


9-49-14 
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© MILFORD 


DISTRIBUTORS 
and thirSALESMEN 


he tactory behind Milford Blades 


Factory and 
Office 








The Henry G. Thompson 
& Son Company, 
New Haven, Conn. 





A 
MESSAGE 
FOR 
MILFORD 
DISTRIBUTORS & 
JOBBERS 


Starting the New Year 1938, and as for sev- 
eral years past, MILFORD hack saw blades 
are the only blades you can buy that are 
sold under a definite Sales Policy supported 
by a legal contract, guaranteeing its faith- 
ful performance. 


THE HENRY G. THOMPSON & SON COMPANY 


NEW HAVEN, CONNECTICUT 


. 7 , a 
Saw Mat ¢Vr rover Ha coe Genie) 
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Giant Grip Mfg. Co. 
In Operation 75 Years 


Giant Grip Mfg. Co., Oshkosh, Wis 
consin, manufacturer of a. c. welders, 
truck chain attachments, and other 
forged products, in 1938 commemo: 
ates its 75th anniversary of continu- 
ous operation. During the entire 75 
years only two families have operated 
the plant. 

The present officers are Noryn 
Riebs, president; George A. Alten- 
dorf, vice-president and general man- 
ager, and Arthur J. Riebs, secretary 
and treasurer. 


Inside Staff of Pulver 
Supply in Pictures 


Pulver Machinists Supply Co., Chi- 
cago, recently completed additions to 
its stock room increasing its storage 
facilities by one-third. Below are 
pictured several of the office person- 
nel, and the newly improved stock 
room of the firm. Many of the staff 
are not represented in the pictures 
of Pulver’s inside organization. The 
company has had a very successful 
year topping sales for 1936 and its 
latest increase in stock carried is the 
Walker-Turner line of products. 





Deep in orders, stock and more orders at 
Pulver are (left to right): Sanford Berg, 
assistant price clerk; standing ladder, 
George Cobb, order clerk; Peter Ocelberg, 
city pick-up buyer; Louis Lange, order 
clerk and W. J. Schram, price clerk. If 
you'll look carefully you can just see Ted 
Loster peeking through rack near file cabinet 





| In this well-lighted orderly row of newly 


installed stock bins are carried hack saw 
blades, files, mechanics’ tools, brushes, ham- 
mers and other small tools and equipment 


(Continued on page 90) 
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A good product... 
A sound policy... 


A profitable line 
for you 












PACKINGS 








When packings wear out, they can 
cause such costly tie-ups in a plant 
that your customers are bound to be 


your customers which brings more 
business to you. 


With K&M, you get a complete 











extra careful about the brand they 
buy. That is why it pays to handle 
K&M Packings. They are recognized 


line of fast moving, profitable prod- 
ucts backed by more than 60 years’ 
experience with asbestos and mag- 
nesia materials. The K&M line is 
priced right and sold by the right 
people . . . sold only through the 
established channels of distribution. 


leaders, with wide acceptance in in- 
dustry. They bring you a good and 
consistent profit. Above all, their 
performance builds good-will among 















Send for information 


[] Asbestos Air Cell Insulations in sections 
and blocks 


() Wool Felt Pipe Insulations 





(] Asbestos Pipe Insulation in sections 

(J Asbestos Insulation in sheets and blocks 
[) Asbestos Insulating Cements 

() Asbestos Paper and Mill Board 


Check the products on which you want full information and mail this coupon today. 


() Asbestos Packings and Gaskets 








Name of Firm 








COMPANY 


KEASBEY & MATTISON cont 
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FIBRO FORGED 


TRADE MARK 


Socket Screws 







Continuous Fibres 


Distributors "swing to Holo-Krome"™ and 


FIBRO FORGED Screws because: 


1—Users immediately recognize the Quality, 
"inside and out," of FIBRO FORGED Socket 


Screws. 


2—Constantly increasing ‘standardization by 
users''— 


3—TEN-TOR Testing (exclusively Holo-Krome) 
accurately determines the necessary physical 
properties—quality guaranteed. 


4—The Holo-Krome selective distribution plan 
builds volume at a profit. 


5—Holo-Krome has a 100°, Distributor Policy— 
clearly stated and defined. 


THE HOLO-KROME SCREW CORP. 
HARTFORD CONN., U. S. A. 


,  HOLO-KROME 
FIBRO FORGED SCREWS -.. Unjailing Performance \-) 2uality 
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Ready to serve you at the Pulver Machin- 
ist Supply Co., are (left to right): Peter 
Oelberg, city pick-up buyer; George Over- 
beck, order clerk; Cal Kalconay, shipping 
clerk and Victor Schutter, order clerk 





A part of the office staff on duty handling 

calls and correspondence are (left to right) 

Pearl Bell, ledger and file clerk; G. Don 

McCellan, accountant; Madelyn Lawrence, 

biller; Sophie Zivin, accounts payable book- 

keeper, and Agnes Caldwell, switchboard 
operator 


Paul Roberts and Wife 
Enjoy Christmas Voyage 


Mr. and Mrs. Paul Roberts sailed 
December 24 on one of the Grace 
line ships from San Francisco to 
New York via the Panama Canal 
and Havana for a very enjoyable 
Christmas vacation trip. Mr. Roberts 
is president of Paul Roberts Machin- 
ery & Supplies, of Pocatello, Idaho. 

A welding school will be held Feb- 
ruary 24, 25 and 26 at the company’s 
offices at 850 S. Main St. in Poca- 


tello. About fifteen welding outfits 
will be put in operation by four 
service men from the Linde Air 


Products Company. 


New Office Building 
Uses Welding Process 


The new main office of S. C. John- 
son & Co., Racine, Wis., will be ready 
for occupancy early this year. The 
building is unusual in that it is of 
structural steel construction, are 
welded throughout by a 150-ampere 
portable electric trailer. 














rang a8 ag 


> 


PUMP 





No matter what your customer's pumping 
requirements may be, there is a Goulds Pump 
that meets them exactly. High efficiency and 
unequalled quality—the result of nearly ninety 
years’ experience in building pumps of all kinds 
—assure low cost dependable operation under 
all conditions of service. 


= 


Mi oie 











The Goulds line is backed by a distributor policy 
that assures full cooperation at all times. Prices 
are low enough to make sales easy—yet high 
enough to return worthwhile profits. Write 


today for complete information. 


Goulds, leaders since 1848, manufacture pumps for every purpose. 


BOLO ELE DS DU) is ele 


ATLANTA BOSTON CHICAGO, HOUSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, TULSA Representatives in all Principal Cities 
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CAPITAL RED CAP) W228 


Views on the Future 
BRUSHES 





Members of the Power Transmis 

d sion Council held their annual ban 

| quet at Hotel Roosevelt, New York, 

lin B R O O M S on December 2, and heard three lead- 
ing speakers explore the possibilitie 

| of the future. 
“It is logical to believe,” said Dr. 
Harvey N. Davis, President, Steven 
Institute, “that our problems of toda) 
may eventually be solved by men at 
the top of industry rather than men 
at the top of politics. I believe that 















Preferred by 
DISTRIBUTORS 
FOR STEADY 
PROFITABLE 

REPEAT BUSINESS 


e Distributors fin d th at 
CAPITAL “RED CAPS 
offer a well rounded line 
which enables them to sell 
the customer the right 
brush or broom for his par- 
ticular job. 


e CAPITAL “RED CAPS" 
are recognized for their 
quality and performance: 
Customers will repeat on 
brushes and brooms that 
give them satisfaction. Dis- 
tributors who sell the CAPI- 
TAL line enjoy. not only 
new business but repeat 
business as well. Get those 
steady-paying brush = 
broom sales! 


eCAPITAL “RED CAP 
Brooms are packed in car- 
tons which enable you to 
save valuable warehouse 
space. 5 ell “Industrial 
Brooms in Cartons. 



















DR. HARVEY N. DAVIS 





our best hope,” he declared, “lies in 
the engineer, the man who is trained 
| to think along a straight line, to 
visualize a goal and the proper way 
to get there. The engineer of the 
future may be cast for a much more 
important role in working out the 
destinies of this civilization.” 

Glenn Griswold, publisher of Busi- 
ness Week, was heard in an unusually 
clear and practical analysis of the 
present business outlook, and _ the 

| evening’s final speaker was W. W. 
| French, of the Dodge Mfg. Corp., 
who also serves as chairman of the 
P. T. C.’s merchandising committee. 
Mr. French reviewed the five-point 
program which the Council has 
formulated and expressed his confi- 


dence in this program’s ability to help 
i an 


3 
members drive for better business. 


Charles E. Brinley, chairman of the 
board of the P. T. C., acted as toast- 


BRUSH & BR O O M MF G Cc O ’ New Permite Paint Distributor 












| 















The Steam Supply & Rubber Co., 
ESTABLISHED 1890 308 First Ave., South, Seattle, Wash., 
recently became distributors for Per- 

Corner Brush and Broom Streets Indianapolis, Ind. | 


mite aluminum paint, a product of 
Aluminum Industries, Inc., Cincinnati, 





| Ohio. 
92 
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HE SKF LINE-: 


-A PROFIT-PRODUCER 





















ANUFACTURERS are learning that it doesn't pay to 
fight wear with an oil can and a coal shovel, drown 
it in costly lubricants or overcome it with expensive 

power. They’re finding that it’s cheaper—much cheaper — 

to use S306 Bearings with S&:fSF Pillow Blocks, Hangers 
and other transmission equipment. That's why they keep 

' SCS distributors busy with repeat orders. 

To enable their distributors to fill all demands, Siicr 
makes more bearing types and sizes than any other manu- 
e facturer in the world. In addition, its sound merchandising, 
specialized engineering, and national and trade paper adver- 
tising assure a rapid turnover. You can depend on S306F for 
real merchandising assistance—and PROFITS. Why not write 
in to see if there’s a franchise open for your territory? 
SoS Industries, Inc., Front St. & Erie Ave., Phila., Pa. 


3999 
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+ Type SP Pillow Block 





« Knee Type Blower Box 
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THE DUFF-NORTON MANUFACTURING COMPANY 
es PITTSBURGH, PENNSYLVANIA 


built 
ae 
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Stacy Supply Co., Springfield, Mass., make 
quick deliveries in this small service truck. 
Standing by for orders is Ralph Rush, stock 
and shipping clerk. 


New Distributor Firm 
Formed in San Diego 


The National Iron Equipment & 
Supply Co., a new industrial supply 
house, located in San Diego, Cal., 
was recently formed by Phillip H. 
Davenport, well known hardware 
sales executive of southern California 
and H. C. Reuther of the Reuther 
Automotive Equipment Co. 

The firm has a very modern and 
attractive show room and warehouse 
in one of the best wholesale loca- 
tions in San Diego. In addition to 
carrying automotive equipment, a 
complete line of steel, steel products, 
pipe fittings, valves, mechanics’ tools, 
oil burners and oil burning heaters 
as well as staple hardware line for 
the industrial trade are carried. 


John G. Reising, 
Cincinnati, Ils Dead 

John G. Reising, general manager 
of The Cincinnati Electrical Tool Co., 
Cincinnati, passed away on November 
27 after a prolonged illness. Mr. 





JOHN G. REISING 


Reising was one of the pioneers in 
the electrical tool business and had 
been associated with the firm fo 
nearly 30 years. 
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WW AMERICAN CHAIN & CABLE 
‘V5 / INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
il ,/ (DOMINION CHAIN COMPANY, Ltd., in Canada) 
(A Weed Tire Chains © Welded and Weldless 


Chain ¢ Malleable Castings © Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed WireRope ® Tru-Loc Proc- 
essed Fittings * Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Gets Yo the Bi Orders Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 
ait u 2 | FORD CHAIN BLOCK DIVISION 
Chain Hoists © Trolleys 
@ Your customers will like Page Hi-Tensile ‘‘F’’ because it is an sey-Set tenicbond Wee tape "Nadtahes* 
efficient all-purpose rod, adaptable to a very wide range of re- Wire Rope © Preformed Spring-Lay Wire 
P . . . . . . Rope © Guard Rail Cable 
quirements. It is as suitable for industrial production and mainte- menenatn thin i tn, Gentian 
nance work as it is for the bridge job illustrated above. Wrought Iron Bars and Shapes 


Page Hi-Tensile ‘F’’ is especially suitable for high-speed, single- MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 


pass welding—and for the welding of such new alloy steels as OWEN SILENT SPRING COMPANY, Inc. 
Cromansil, Cortan and H-T-50. It operates on straight polarity. Owen Cushion and Mattress Spring Centers 


; , PAGE STEEL AND WIRE DIVISION 
It has exceptionally low spatter and slag loss. natin ¢ Wipantentaied 


Traffic Tape ¢ Welding Wire 
READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 
READING STEEL CASTING DIVISION 

PAGE STEEL AND WIRE DIVISION Electric Steel Castings, Rough or Machined 
AMERICAN CHAIN & CABLE COMPANY, Inc. WRIGHT MANUFACTURING DIVISION 


Chain Hoists © Electric Hoists and Cranes 
MONESSEN, PENNSYLVANIA 


Write for full information. 


Gu Teunsimesse for Your Sagely 


PAGE ((clding WIRE 
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Saray 

«© Salability * Profit « | 
* Policy « 

THIS 6-POINT CERTIFIED i5 DISTRIBUTOR PLAN 
Guarantees ALL 3/ 


|. Full Line 
2. Super-quality 


4. Protection 
oC elole Me deli ty 
6. Se »S Aid 


A sound foundation for electrical too 


3. Economical Price 


I lateteetaiee eeeinpereeniehererermiaeasenitiiliinsecerremrnmsaepamnecinan 


U. S. ANNOUNCES A NEW 
SALES-GETTER 


U. S.— <== Portable Electric 
Surfacer 


PERMANENTLY 
LUBRICATED 






SUPER-SERVICE 


SANDER — RIGHT ANGLE GRINDER — PLANER 


233 


The new U. S. Portable Electric Surfacer, with built in air cleaner, was 
designed for numerous surfacing operations. Above illustration on left 
shows attachment for cup or saucer grinding wheels for grinding welds, 
castings, surfacing ne tile, concrete. Center illustration shows 
planer head attachment for wood surfacing or shaping operations, floors, 
boat hulls and decks, beveling timbers and beams. _Illus- 
tration on right shows attachment for wire scratch brush- 
ing. A real money maker. Write for our more liberal 
jobber policy. 












THE UNITED STATES ELECTRICAL TOOL CO. 


2498 WEST SIXTH ST., CINCINNATI, OHIO 
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It's still summer in Jacksonville, Fla., accord- 

ing to this picture of the sales staff of J. C. 

Christopher Co. attending a two-day sales 

meeting held recently. Standing from left 

to right are: C. M. Booker, L. M. Setton, 

W. K. Bishop, G. W. Spanks, H. J. Doherty, 
R. H. Coleman and J. W. Beves 





Congdon & Carpenter 
Open Branch Warehouse 


A new branch warehouse has been 
completed for the Congdon & Car- 
penter Co., at the corner of Bed- 
ford and Fourteenth St., Fall River, 
Mass. The warehouse is one story 
in height, 210 by 100 ft. 

One bay extends the full length of 
the warehouse, which is built of 
brick, steel, and concrete; at the 
end of this bay is a loading plat- 
form, all of which is served by an 
overhead crane which spans the full 
width of the bay. The most modern 
equipment has been installed for the 
cutting of steel bars and _ sheets. 
When the warehouse is completely 
outfitted, it will have a large squar- 
ing shear, saws, punches, and other 
tools for cutting to size all sorts of 
merchant bars, structurals, plates, 
and copper and steel sheets. 

From this warehouse will be 


| served the large industrial district 


embracing all of Fall River, New 
Bedford, and adjacent territory, in- 
cluding Cape Cod. The main ware- 
house and general offices of the com- 
pany are in Providence, R. I. 











bees lt 





These uniformed chauffeurs average four- 
teen years of service for the Great Lakes 
Supply Corp., Chicago. Snappily dressed 
in their winter uniforms are from left to 
right; A. Kibelkis, W. Porter, M. Rooney, 
Superintendent W. E. Lovell, E. Porter, M. 
Poulas, L. Zehme, and J. Ferry 
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This advertisement is 
scheduled to appear in 
the following publica- 
—— American Ma- 
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More Progress 


under Pressure 


Motivated more by necessity, the year now begun will 
see a stern undertaking, industry-wide, to further reduce 
costs of production. 


In every similar situation for nearly 30 years, industry 
has made a wider use of Allen hollow screws to permit 
of simplified machine design, lighter parts, stronger, 
more rapid assemblies and cheaper maintenance. 

Engineering and production executives have now a 
keener incentive to ‘vestigate the savings inherent in 
hollow screws — and more especially inherent in A/llen- 
made screws. As history again repeats itself, the test will 


turn more business to Allen Distributors. 


THE ALLEN MEG. COMPANY 


HArreorn, Conn. U.$.A. 
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Carey Supply Issues 
Safety Equipment Catalog 


A 127-page catalog covering prae- 
tically every item in the safety equip- 
ment field, complete with illustrations, 
specifications and price list has just 
been issued by the Carey Machinery 
& Supply Co., Baltimore, Md. 

The catalog was published with the 
thought in mind that the development 
of many items of protective equip- 
ment which industrial plants can no 
longer afford to overlook makes a 
book on materials for the promo- 
tion of industrial safety an import- 
ant piece of information for the plant. 

Included in this complete safety 
equipment catalog are fire extinguish- 
ers, gloves, goggles, guards, helmets, 
ladders, lamps, safety clothing and 
equipment, first aid kits, ventilating 
fans, safety belts, aprons, cans, drink- 
ing fountains, welding shields and 


;} -fnany other items. 


New Half-inch Drill 
Introduced at Chicago Show 


A new half-inch capacity electric 
drill exhibited at the Automotive 
Service Industries Show held last 
month in Chicago received favorable 
attention from many distributors. 

This new tool, manufactured’ by 
The Independent Pneumatic Tool Co., 
is claimed to be the smallest and 
lightest ever built. An extensive pro- 
motional campaign is planned to help 
distributors market this new product. 
This program includes trade paper 
advertisements, circulars, mailing 
pieces with the distributor’s name im- 
printed, counter display stands, post- 
ers, banners and letterhead stickers. 





Clyde Allman, new salesman in the supplies 
department of Tafel Electric Co., Louisviile, 
Ky., has had many years of experience in 
the industrial supply field and now covers 
Southern Indiana and Kentucky for Tafel 





HELPING GOOD MECHANICS DO BETTER WORI 


SELL THE NEW 
UTILITY POWER DRILLS 


{ HIS advertisement appearing in February issues 


of Mill and Factory, American Machinist, Modern 
Machine Shop and Iron Age will introduce the new 
Black & Decker Utility Power Drill Line to your 
customers. Demonstrate these sensational new drills 
and cash in on the profits. Made in 59”, 34” and 74” 
sizes. The Black & Decker Mfg. Co., 717 Pennsyl- 


vania Avenue, Towson, Maryland. 
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World's Largest Manufacturer of . BLA AG. eo FERRER 
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IS EFFICIENCY 


HE speed in removing excess 
material or cutting off to specified 
lengths, polishing or finishing to size 
is the test of efficiency in grinding. 
This speed of action is built into 
STERLING GRINDING WHEELS in the 
technical processes of manufactur- 
ing with the ultimate results so well 
known to thousands of grinding 
men who say—WE USE STERLING 
—THE WHEELS OF INDUSTRY. 





Write for your copy of Art & Science 
of Grinding... An interesting booklet. 











THE STERLING GRINDING WHEEL CO. 


Abrasive Division of The Cleveland Quarries Co 
Factory and Office: TIFFIN, OHIO 


CHICAGO: 912 W Washington Bivd. - DETROIT: 101-107 W. Warren Ave 
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Jerman Selling for 
Indianapolis Belting 
George C. Jerman is the newly ap- 


pointed representative covering the 
southeastern part of Indiana for the 





George C. Jerman 


Indianapolis Belting & Supply Co. 
Mr. Jerman was formerly in the pur- 
chasing department of the Stant Mfg. 
Co., Connersville, Ind. 


Worthington's Large 
Warehouse Completed 


The George Worthington Co. of 
Cleveland recently completed its new 
warehouse which provides 100,000 
sq.ft. of additional space for the 
company. 

The building has five floors with 
excellent lighting facilities through- 
out and many unusual features. Con- 
struction is of reinforced concrete, 
fireproof throughout. Loading ca- 
pacity is 300 tons to the square foot 
and a six ton freight elevator to 
handle all stock. 

An outstanding feature is the elec- 
trically operated doors which permit 
the truck space to be entirely en- 
closed in bad weather. Washrooms 
are located on each floor with shower 
facilities in the basement. 


Texas Belting Reports 
Excellent Sales Year 


Texas Belting & Supply Co., Inc., 
Houston, reports that 1937 has been 
the best sales year since the firm 
was organized 20 years ago. Dur- 
ing 1938 the company plans to en- 
large its territory to include 30 ad- 
ditional counties. 

New general catalogs, compiled 
and published by R. R. Donnelley & 
Sons, Chicago, are now being dis- 
tributed. The catalog contains all 
the supplies and equipment handled 
by the Texas firm. 
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@ Pratt & Cady 
Asbestos 
Packed Cocks. 
Fora variety of 
processing 
services such 
as handling 
alkaline fivids, 
strong sul- 
phuric acid, 
fears and 
sludges. 


@ Pratt & Cady Bronze 

@ Reading Stee! Globe 
Valve with welded ic Roce rages 
Guth fer. pres egrinding Valve. For 
ends. ‘ services demanding 
ent-day conditions o valves of great effi- 
reopened + gam ciency and durability. 





atom bhicne @ Reading-Pratt 
Gate Valve. Posi- & Cady Iron Body 
tive seal, de- Globe Valve. A 


pendoble, easy valve noted for 


reducing mainte- 
Lehrtost Revered appeaet 3 
for wide variety 


of services. 





A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldless 
Chain © Malleable Castings © Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed WireRope ® Tru-Loc Proc- 


PRATT & CADY essed Fittings © Crescent Brand Wire Rope 


Tru-Stop Brakes 


ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 


FORD CHAIN BLOCK DIVISION 


EXCEL FOR MANY PURPOSES Chain Hoists © Trolleys 


HAZARD WIRE ROPE DIVISION 
Lay-Set Preformed Wire Rope ® “Korodless” 









iron gates. A 

. re- 
\ newable seat 
feature. 


@ Pratt & Cady Bar Stock Valves excel in an unusually wide field Wire Rope © Preformed Spring-Lay Wire 
of application. They are used on meters, gauges and for sampling Rope * Guard Rail Cable 
in the oil and gas industry; as gauge valves, drips and water HIGHLAND IRON & STEEL DIVISION 
column blow-downs in steam systems and for a wide variety of PI tne or ty A 
purposes in process piping. Applicable to all equipment requiring Automotive Service Station Equipment 
small, reliable, trouble-proof valves. They are made in one-eighth OWEN SILENT SPRING COMPANY, Inc. 
to one inch sizes and can be furnished in many kinds of metal to Owen Cushion and Mattress Spring Centers 
meet all conditions of service. PAGE STEEL AND WIRE DIVISION 
Pratt & Cady Valves have been well known for over fifty years. The Page Fence © Wire and Rod Products 


Traffic Tape © Welding Wire 
READING-PRATT & CADY DIVISION 
Valves © Electric Steel Fittings 


READING STEEL CASTING DIVISION 
READING-PRATT & CADY DIVISION Electric Steel Castings, Rough or Machined 


AMERICAN CHAIN & CABLE COMPANY, INC. WRIGHT MANUFACTURING DIVISION 


Chain Hoists @ Electric Hoists and Cranes 


Iu Business for Your Safely 


READING-PRATT « CADY VALUES 
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line is complete. They are standard for satisfaction in use and profit 
in handling. Write for complete descriptive information and prices. 


BRIDGEPORT, CONNECTICUT 
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Manufacturers’ Salesmen 
Form “Keystoners" Club 


An organization called “The Key- 
stoners” and composed of manufac- 
turers’ salesmen calling on industrial 
distributors in Philadelphia and its 
surrounding territory was _ recently 
formed. 

A Christmas party was held Decem- 
ber 17 at Llanerch Country Club. 
Supper, dancing and various enter- 
tainment features were arranged by 
the entertainment committee in 
charge of Robert Brown, Union Twist 
Drill Co. 

Officers of “The Keystoners” in- 
clude President, David Moffat, L. S. 
Starrett Co.; Vice-President William 
Eberlein, Greenfield Tap & Die Corp., 
and Secretary-Treasurer Arthur E. 
Meigs, manufacturers’ representative. 


Snyder Bentley Co. 
Plan Industrial Show 


An industrial exhibit sponsored by 
the Snyder Bentley Co., Youngstown, 
Ohio, in cooperation with 20 manv- 
facturers is being planned for Janu- 
ary 27 and 28. 

Steve La Pointe has just been added 
to the sales force of the organization. 
Materials handling equipment and 
“Unbrako” set and cap screws are 
new supplies being handled. 


New Lines Added 


The Bingham Tool & Supply Co., 
Cincinnati, has been appointed dis- 
tributors for The Johnson Bronze Co. 
in the Cincinnati territory and for 
the B. F. Goodrich Co.’s line of 
V-belts in Southern Ohio, Northern 
Kentucky and Eastern Indiana. 


J. H. Oleson Dies 


Joseph H. Oleson, vice-president of 
the Industrial Supply Co., and Moun- 
tain States Rubber Co., of Salt Lake 
City, Utah, died December 10. Mr. 
Oleson was a veteran in the industrial 
field and his passing will be deeply 


felt. 





Ken Ferguson (right) of Oster Williams 
finds two interested prospects at the Nea! 
show, Buffalo. They are James Hackett and 
E. J. Barth, of the Buffalo Board of 
Education 
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LIGHT MACHINES 
ARE IN DEMAND! 


Industry is buying small machines—for efficiency, 
and economy. You can cash in on this trend—get 
your share of the profits with Walker-Turner’s 
complete line of light, responsive machines. These 
capable, precision tools rate with heavy, costly 
equipment. 


Years of building only small power tools—inten- 
sive small tool research, engineering and produc- 
tion—give Walker-Turner low-priced products a 
ready acceptance in your territory where many 
seek a full measure of accuracy and long service at 
low cost. The Walker-Turner line offers safe bar- 
gains with good margin to you. 





Pictured are only 4 of more than 20 light 
precision machines by Walker-Turner. 
Every plant, every commercial or trans- 
portation enterprise in your territory is a 
potential customer. WRITE, and we'll 
forward the details on the profitable 
W alker-Turner Distributor Plan. Walker- 
Turner Co., Inc., 2818 Berckman St., 
Plainfield, N. ]. 











WALKER-TURNER 
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SAVES UP TO 40% 
POWER LOSS 


Direct Motor Drive does away 
with costly slippage and the an- 
noyance of belts. Heavy, un- 
wieldy stock is easily handled on 
this Walker-Turner 10” Tilting 
Arbor Saw. Angle-cuts quickly 
made—generous sized table always 
level. $151.75 includes full 1 h.p. 
motor unit, cast iron stand, guard 
and splitter. 



























RUGGED CONSTRUCTION 


This precision-built, 10” Bench Saw 
makes full 3” depth cuts for 


production ofr maintenance 


Accurately machined gears tilt 


big table and raise the saw 


MANY OUTSTANDING 


FEATURES 


make this 900 Series Drill 


real buy. 6-Spline Spindle, mounted 
on 4 precision ball bearings, elimin- 
ates vibration and stress. Pilot wheel 
feed—calibrated depth stop — return 
spring. 2” Jacobs chuck. Priced at 
$53.90, with 1/3 h.p., AC 60 cycle, 


110 volt motor, 


shop 
work. 
the 
arbor. 
Only $86.95 complete with motor. 





— 


A SURFACER THAT GETS 
THINGS DONE 


3-in-1_ surfacing of metal or wood is 
easy with this 900 Series Surfacer. The 
i” wide aluminous oxide belt handles 
small jobs on its upper surface, and 
finishes large panels by ‘‘stroke’’ surfac- 
ing with the under side. 10” alumin- 
ous oxide disk. All at $83.50. 











Four Reasons Why 











It's Schrader for 1938! 


1 Schrader offers a complete line of air devices and hose fittings 
from which Distributors can fill all factory requirements for air line 
parts and accessories. 


2 Schrader has an equally complete line of gauges, which 
unequalled either in accuracy or service, 
for all types of hydraulic installations. 





sc hrader 
INDUSTRIAL 
PRODUCTs 


3 Schrader’s selling policy features — 
Distributors first. 


4 Schrader Products are advertised. The 
services of trained field men are available 
to educate Mill Supply salesmen. 





A. SCHRADER‘S SON BROOKLYN, N.Y. a 


Division of Scovill Manufacturing Company, Incorporated See what the Schrader line 





now consists of. Send for the 
A. Schrader’s Son Division New 1938 Schrader Catalog 
470 Vanderbilt Avenue, 


Brooklyn, New York 


Please send me a copy of the New 1938 Catalog of Schrader Products. 
NAME... 


COMPANY, 


ADDRESS city STATE 
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| it will do. 





Lewis Co. Attracts Large 
Crowd to Welding Lecture 


In spite of stormy weather, a weld 
ing demonstration and lecture held on 
December 6 and sponsored by the 
Charles C. Lewis Co., Springfield, 
Mass., in conjunction with the Lincoln 
Electric Co., attracted over 250, who 
came to further their knowledge and 
present their own particular welding 
problems for solution. 

E. W. P. Smith, consulting engineer, 
conducted the meeting. The demon- 
stration consisted of the projecting of 
the welding are on the screen magni- 
fying it so that it could be seen easily 
without a shield. Several machines 
were on hand for the use of any of 
those present who desired to weld. 

The attendance and success of this 
meeting was due probably to ade- 
quate advance preparations. Letters 
were mailed to all plants and build- 
ings in the area serviced by the Lewis 
company, giving complete information 
on the meeting and urging attend- 
ance. 

The Lewis Company recently sent 
out a sales promotion letter with a 
business reply card attached to stim- 
ulate the sales of the Delta Mfg. Co.’s 
line of drill presses, band saw, table 
saws, sanders and grinders. Accord- 
ing to Walter W. Peacock, sales man- 
ager, response was extremely satis- 
factory. 





Rayl Co. Expands Line 


The Rayl Co., Detroit, now stock 
electric tool products of the U. S. 
Electric Tool Co. 








A. R. Saunders, Worthington representative 

takes a turn at this pavement breaker to 

show Winston, N. C. city officials just what 

Incidentally the breaker was 
purchased 





Alabama Machinery & Supply Co. « Anderson's, Inc. « Appleby Bros. & Whittaker « Barrett Hardware Company 
Barrett Supply Co. » Baxter Foundry & Machine Works « Battey Machinery Co. « Belcher & Loomis Hardware Co. 
The Belt-Rope Supply Company « Berkshire Mil! Supply Co. « Ed. Bernstein Factory Supplies » Berry Bearing Co. 


Wm. L. Blake & Co. *¢ Bingham.Tool & Supply Co. © Binghamton Fdry. & Mach. Co. +© Botwinik Bros. 


The Driccly-L caniiinedl Co. © Bronx Hardware & Supply Co. * Buford Brothers, Inc. * Butts and Ordway Co. 


Carey Mach. & Supply Co. «© ElmerE. Cox © Camm-Blades Machinery Co. «© Charlotte Supply Co. 
Chase Brass & Copper Co. * Cragin & Co. * Chattanooga Belting & Supply Co. * Chicago, Pulley & Shafting 


Columbus Iron Works Co Crowder, Jt., Co. ¢ J. B. Currie & Son 
Dillon Supply Co.  « Pp q () () - ® Supply Co. © Eagle lron Works 
Ellfeldt Hardware & Ma M. Forster Co. « M. L. Foss, Inc. 


Frick-Reid Supply Corp. Our best advertisement is a satisfied Co. . © H&H Machine Works 

distributor. We suggest that you ask 

any Johnson Bronze Distributor otks, Inc. * Hawley Hardware Co. 

Louis Hanssen’s Sons about his franchise. Check him on tine & Co. . E. J. Hurley Co. 
the sales opportunities; the salability 

Indianapolis Belting & S of the products; the constant margin Holden Co. © Hub City lron Co. 
of profit. Then ask him about the 

O. lber Co. © lowal chest eoaperdion we extent. We Shops « Kelly Gear & Tool Co. 

Kester Machinery Co. answer will be proof enough that LeValley, McLeod & Kinkaid Co. 
you should be our Distributor in your 

The Long Island Hardw« territory. Write for details. iny «© Manning, Maxwell & Moore 


Hagerstown Equipment ( 


aC om §€6o}OHNSON BRONZE COMPANY nc. ¢ McMaster Carr Supply Co. 


Sines Paws Staines Cr 535 S. Mill Street - New Castle, Pa. = Supply Co., Ine. 


Montgomery & Crawford * MV 4s Sons Sup. Co. 
The Murray Co. * National! ** , 
Osborne & Sexton Co. « 

a = 
Production Tool & Supply \ _us Machinery & Supplies 
Robinson Hardware Co. «© Sidney u. Roby \ . _ywer Machy. Co. © Root, Neal & Co. 
Ross-Frazer lron Co. +  RussosBros. © Joseph C. Ryan & Sons, Inc. * Salem Tool Company 
Salt Lake Hardware Co..* Chas. B. Scott Co. * Sees & Faber Co. * Seither & Ellis * Sioux City lron Company 
Southern Supply Co. «© E.S. Stacy Supply Co. «© Standard Foundry Co. © Standard-Machinists Sup. Co. 
Standard Sup. Co. * Charles A. Templeton, Inc. « Tennessee Mill & Mine Sup. Co. * William K. Toole Company 
Lewis E. Tracy Company « The Trumbull Mfg. Co. * J. M. Tull Metal & Supply Co. * Wm. Wallace & Sons 
West Point Foundry & Machine Co. © H.R. Williams & Sons © Arthur Wicklein «© W.S. Wilson Corp. 


R. B. Wing & Son Co. « Wink Supply Co. * Wisconsin Fdry. & Mach. Co. * J. Zagora Machine & Gear Co. 
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American Pressed Steel Hand Trucks equipped with rubber tired, roller 
bearing wheels are used by the Pennsylvania Railroad Company. 


Here wie 


lo the “short” week 


GnAwer 


Changed labor conditions don’t provide much consolation for 
increased costs, or a slowed-up production. But here’s one phase 
of plant operation that you can step-up to new performance 
records without increasing hours or man power. 

American Pressed Steel Hand Trucks are so much better balanced 
and so much more easily operated than ordinary hand trucks that 
your men just naturally get more accomplished+in the same 


space of hours. 


Sturdy frames of light, tough steel and easy rolling, precision 
built wheels give “Americans” the stuff that will stand up under 





A 


any punishment. And there are 80 types 
andsizes of trucks built for all kindsofjobs. 


Whenever you find the largest payrolls 
and the greatest attention to equipment 
efficiency, you will find American 
Pressed Steel Hand Trucks predom- 
inating. Ask your dealer or write for 
illustrated catalog. 


AMERICAN TESTED RUBBER TIRED 
INDUSTRIAL TRUCK WHEELS 


Available for every type of truck, with hub and 
face dimensions carefully designed for load 
specifications. 

They give silent operation and genuine floor 
protection, yet drag tests prove they are as 
easily operated as plain tread wheels. Write 
for complete catalog. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Avenue Philadelphia, Pa. 


MERICAN 


PRESSED STEE 


HAND TRUCKS 
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N.A.M. Convention Discusses 
Recovery and Labor Program 


A four-point program for business 
stability and eighteen rules for cor- 
poration labor relations were two 0! 
the more important results of the 
three-day meeting of the Congress of 
American Industry and National As 
sociation of Manufacturers held in 
New York City in early December. 

William B. Warner, president of 
the N.A.M. laid a plan calling for 
prompt cooperation by the govern- 
ment, management, capital and labor, 
before 1,500 of the nation’s business 
leaders. 

The final day of the convention 
eighteen rules were adopted making 
specific recommendations for sound 
and permanent industrial peace in 
the United States. These recommen- 
dations served to define the conflict be- 
tween business and government on 
what should constitute a firm basis 
for harmony between worker and 
management. 


Sales Force Increased 


W. H. Bruce, formerly sales rep- 
resentative for a paint firm, is now 
on the selling staff of the Sterling 
Hardware Co., Inc., Hazard, Ky. The 
organization has monthly meetings of 
the entire force each month and 
weekly meetings for the salesmen. 
V-belts and drives are now being 
stocked by the company. 





R. N. Green comes to The Fostoria Pressed 
Steel Co., Fostoria, Ohio, after many years 
experience in the lighting industry. He was 
formerly associated with The Abolite Re- 
flector Co., and now takes on sales and 
promotion work with Fostoria 
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SELLING THEM 


TOMERS and PROF- 
ITS IN 1938 


The longer life and keener filing 


ASSURE satisfied customers and 
repeat orders. 


Every file rigidly inspected for 
shape, cut, size and hardness and 
guaranteed for performance. 


SWISS PATTERN are the only 
type of files we manufacture— 
more than 2000 different sizes, 
shapes and cuts making an AMER- 
ICAN SWISS FILE to fit the most 
intricate filing job. 


THE 
AMERICAN SWISS FILE 
SALES POLICY 
100% 
THROUGH DISTRIBUTORS 


AMERICAN SWISS FILE & TOOL COMPANY 


ELIZABETH, N. J. 
Hand Tools 





Also 


Manufacturers of Mechanics 


and Knurls 
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WILL BRING YOU 
SATISFIED CUS- 


edges of AMERICAN SWISS | 
SWISS PATTERN FILES | 








Looks like a battle of wits between E. L. 

Alberter, sales manager and E. C. Ham- 

merle, purchasing agent, of Somers, Filter & 

Todd, Pittsburgh. But note that the canny 

sales chief has paved the way with a gift 
cigar 





| Stamps, P. A. for 
Dilworth Co., Dies 


Asa L. Stamps, purchasing agent 
for the J. E. Dilworth Co. of Mem- 
phis, Tenn., died of a heart attack 
at his home last month. In addition 
to being an important member of 
the Dilworth firm, he was a very 

earnest mission worker and devoted 
| practically all his spare time for the 
| past fifteen years to helping the less 

fortunate. 
During his life he has been head 
of various missions and of late 
| preached Sundays at a little mission 
he organized a few years ago in 
Warren, Tenn. He will long be re- 
membered by the vast acquaintance- 
ship he built up both in the industrial 
field and in his mission work. 

Surviving Mr. Stamps are his wife, 
and three children, Martha Katherine, 
Mary Ann, and Asa L. Stamps, Jr. 


Baldwin Belting Joins 
Supply Association 


Baldwin Belting & Leather Co., Inc., 
has appointed Bellamy-Robie, Inc., 
of Cambridge, Mass., as a distributor 
of its leather transmission belting 
products. 

The Baldwin company recently be- 
came a member of the American 
Supply & Machinery Manufacturers 
Association. According to a state- 
ment from Preston de G. Baldwin, 
president, this is in line with the 
firm’s new plan of selling more ex- 
tensively through industrial distrib- 
utors. 


Wilkinson Receives Promotion 


Kellogg Products Co., 120 Liberty 
St., New York City, has announced 
the appointment of W. N. Wilkinson 
as general sales manager. He was 
formerly connected with the Union 
Sulphur Co., and at one time was 
president of the supply and equip- 
ment section of The American Paper 

Pulp Association. 
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Here’s one way 
WE MAINTAIN LEADERSHIP 





Our testing Laboratory ... the finest in the 
industry ... helps to give Parker-Kalon 
Distributors a better product to sell. 


This complete research and metallurgical laboratory .. . equipped 
with every modern device for scientific testing of materials and 
finished product . . . is just one evidence that Point No. 1 of the 
Parker-Kalon Policy means exactly what it says. 


The Parker-Kalon salesman has an advantage over competition. 
He has better products to sell, because we maintain better facilities 
to control and improve their manufacture. Add this to the other 
advantages that Parker-Kalon offers, and it’s easy to understand 
why the best distributors in the country represent Parker-Kalon. 


PARKER-KALON CORPORATION, 192 Varick Street, New York, N. Y. 








THE PARKER-KALON POLICY 


PRODUCTS: (2) To maintain our position of leadership in the 

manufacture of the most ive line of Hardened Self- 
tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proven merit. ( To maintain 
the highest standards of quality in every Parker-Kalon Product. 


SELECTIVE DISTRIBUTION: To sell only through recognized 
distributors, and to limit distribution of a given product 
to the number of jobbers a territory can profitably support. 





PROFIT MARGIN: To provide an adequate margin of profit 

for our distributors. 

PROTECTION AGAINST PRICE DECLINES: To do everything 

reasonable to protect our distributors against losses 
through price changes. 

PROTECTION AGAINST “DEAD” STOCK: To protect jobbers 

against unsatisfactory turnover by exchanging any slow 
moving stock for faxer selling merchandise. 


PRICE MAINTENANCE: To establish and strictly maintain 
resale prices to assure distributors a fair profit on every 
sale, and other benefits which result from a stabilized market, 


PROTECTION AGAINST NON-STOCKING DISTRIBUTORS : To main- 
tain price differentials to protect jobbers who carry a rep- 
resentative stock against those who do not. 


SALES PROMOTION: To create and increase the demand for 

Parker-Kalon Products by consistent direct-mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors. 





SALES COO! To in a force of trained sales 
engineers whose sole function is to develop business for 
our distrib by i ‘ issi y work in the field. 


10 ORDERS AND INQUIRES: To refer to our distributors orders 
and inquiries received direct from users and prospects. 








PARKER-KALON Wordeic FASTENING DEVICES 






A HARDENED SELF-TAPPING SCREW FOR EVERY KIND OF ASSEMBLY 


SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 
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Reichman-Crosby Co. 
Holds Sales Conference 
The Riechman-Crosby Company, 
Memphis, Tenn., held its semi-annual 
sales conference, December 20. Rich- 
ard Alcott, executive vice-president, 
FOR A presided. The morning session was 


given over to sales plan, territory ar- 
NEW MARKET 2:22:.28 ros 
for next year. 


Two speakers were scheduled for 
the afternoon session. H. A. Fan- 
ning, representative of the Yarnell- 
Waring Co., Atlanta, Ga., addressed 
the group. Harold Wright, manager 
of the electrical department of Riech- 
man-Crosby Co., discussed a few of 
the major lines in this department, 
including Rockwood paper pulleys and 
bases, Bull Dog safety switches, West- 
inghouse lamps, Birdseye lamps, Al- 
len-Bradley motor starting equip- 
ment, Fairbanks motors, and products 
No. 02H of Line Material Co. 







This advertisement, reproduced from current 
industrial magazines, is one of many car- 
rying the news of the new Stanley Close 
Quarter Screw Drivers to automotive 
. aircraft ... coach and bus. . . radio 
... furniture .. . refriger- “ 
ator . . . electrical and 
many other man 
ufacturing plants 
in your territory 


No. 02 
Barre! Grip 
















































“Automatic A banquet for the sales force, fol- 
_— lowed at the Hotel Claridge. Those 


Hancile attending were: J. A. Riechman, pres- 
ident, Richard Alcott, vice-president, 
T. C. Guinee, secretary, R. W. Moore, 
treasurer, Harold Wright, manager 
electrical department, Jane Inez Gor- 
don, advertising manager, Jordan 
Barton, J. M. Penick, J. M. Pente- 
cost, A. S. Nordlinger, C. E. Camp- 
bell, Geo. E. Cox, Walter Zepf, C. Y. 
Caldwell, V. E. Leatherman, Wm. 
Mullins, Louis Busler, Benton Hum- 
phreys, Alfred Cowles, N. C. Wilson, 
Frank Reinhardt, J. W. Rudy, J. R. 
Grady, Billy Adams, J. D. Maxwell, 
Floyd Bereno, Hugh Council, M. M. 
Dubberly, Steve Turner, Joe Hardesty, 
Dick Crawford, Jim Creedon, J. C. 
Carlson, Henry Gunn, Jack Jacobi, 
Rudy Johnson, Milo Carney and H. 
A. Fanning. 





European Manager Visits 


J. M. McNeal, European sales man- 
ager of the Landis Machine Co., 
Waynesboro, Pa., recently returned 
to the home office for a visit. Mr. 
McNeal has his headquarters at Bir- 
mingham, England, and also looks 
after company interests on the Con- 
tinent. 





YOUR CUSTOMERS are reading about these new, handy, time and 
money saving tools. Show the tools . . . demonstrate them .. . get 
the business. This is one more proof that the Stanley Distributor can 
sell more tools to more people for more jobs. 






Bits available for ‘“‘Phillips’’ and slot - head 


screws, socket wrenches for hex and square nuts. George J. Braun, left, sales engineer and 
| W. C. Viergiver, of the supply department 


P | of Erskine-Healy, Inc., Rochester, N. Y. 
* WE ARE REPRESENTED BY SELECTED DISTRIBUTORS ines aah 6 tien of eich toad o qeeanen 
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Now 1s the Time to Make New Connections 


or Improve Your Present Ones 


E ARE IN A PERIOD OF DEPRESSION — business has 
fallen off —production has been curtailed. These are 
facts confronting us all. 


Does this mean we should stop everything until times get 
better? The answer is NO! 


When we are rushed, we have no time to take on some- 
thing new — something which might reduce our costs—we can't 
swap horses while crossing a stream. 


When we are slack, we have time on our hands which 
should be employed in placing our house in order for the good 
times to come, and, among other important things, we should 
check up all our supplier-connections to see if we cannot buy 
better materials at the same price or materials as good as we 
have been getting at lower prices. Now is the time to make 
new connections — not when we are rushed. 


We now have the time, and should have the desire, to 
talk to all the competitors of our suppliers. If we will do this 
we will be surprised to find that money can be saved all along 
the line. 

* x a 2 re 

Clover Mfg. Co. can give you quality in Coated Abrasive 
materials, and can save you money at the same time. Among its 
customers are many of the outstanding concerns in the country — 
if we can satisfy them we can satisfy you—and, while main- 
taining quality, they are all saving money through dealing with us. 


One of the finest, best-equipped and _ well- 
financed plants is at your disposal for your 
Coated Abrasive requirements. 


CLOVER MFG. CO., Norwalk, Conn. 
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FOR HAND TRANSFER 


FOR GAS AND OIL 


FOR HEAVY LIQUIDS 
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If you are sincerely looking for a “quick sale— 
good profit” product, by all means investigate 
Roper Rotary Pumps. 
only to the extent of your efforts. Your contacts 
are already made, paving the way for quick sales 
to manufacturing plants, contractors, public 
utilities, mines, quarries, etc. 


The Roper pump (only two moving parts) is the 
simplest rotary design on the market. Not only 
does this feature “sell” prospects but the average 
salesman can, in a very short time, grasp the 
fundamentals, intelligently talk “pumps” and 
estimate ordinary pump problems. When diffi- 
cult installations are to be figured, our staff of 
Sales Engineers will be glad to cooperate. 


Well known to the trade, Roper Rotary pumps 
are built in a variety of sizes from 1 to 700 
gallons per minute against pressures up to 750 
lbs. Write today for bulletin MSR-1 and com- 
plete details. 


GEO. D. ROPER CORP. 


ROCKFORD, ILLINOIS 





FOR GENERAL USE FOR MACHINE TOOLS 


SINCE 1657 
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William F. Zarman, Pittsburgh Gage, seems 

to be hypnotized by the sales charm of 

Karl L. Aubele, Armstrong Blum, who is 
here seen calling at his office 


Salesmen Are Confident, 


| Industrial Selling Finds 


| salesmen 


Your market is limited | 


The incoming year will not find 
supply sales in the doldrums for long, 
if the business opinions and selling 
aspirations expressea vy aistributors’ 
in the January issue of 
Industrial Selling become realities. 

In the lead article of the month 
some 20 odd salesmen told what the 
business outlook is in their territories, 
which industrial plants were expected 


| to be the best buyers, and why. With- 


out the buying spree which character- 
ized the Spring of 1937, the salesmen 


| generally expect 1938 to start out 


modestly, but by the ena of the first 


| quarter to gain enough business mo- 
| mentum to make tho year highly 


| bad one in some territories. 


satisfactory. 

Basic reasons given for 1938 to be 
a good year were as interesting as 
those which might make it to be a 
Expan- 


| sion of industries which never felt 


the’ force of 1937 prosperity are ex- 


| pected to help sales, while the uncer- 





tainties of government legislative 
policies was cited most frequently as 
a deterrent to business. 


Belt-Rope Supply 
Adds Garrison to Staff 


W. A. Garrison has become a mem- 
ber of the sales force of the Belt- 
Rope Supply Co., of Syracuse, N. Y. 
A stenographer, Mrs. Rill, has been 
added to the office force. 

Welding rods manufactured by the 
Page Steel & Wire division of the 
American Chain & Cable Co., and 
products of the Boston & Lockport 
Block Co., have been added to the 
company’s list of lines. 

A successful sales meeting, con- 
ducted by Mr. Beisheim, sales man- 
ager of the Johnson Bronze Co., was 
held recently. 
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Products advertised in these two 
construction magazines are known 
and accepted by engineers 
and contractors everywhere 














This is why it is easier to move construction equipment, materials and 
supplies that are advertised continuously in Engineering News-Record 


and Construction Methods & Equipment. 


Why are we so sure that our advertising pages are read by your cus- 


tomers and prospects? Here’s one bit of indisputable evidence: 


From June to December engineers and contractors sent directly to- 
us requests for 23,000 pieces of literature describing new products. The 
literature was itemized in the advertising pages of seven issues of these 
two magazines. The names, addresses and connections of the readers who 


made these requests are a matter of record. 


It is sound policy to advertise but it is smart business to concentrate 


advertising in publications that can demonstrate this kind of customer- 


WA haze. 


MANAGER 


interest in the advertising pages. 


Y Published by McGraw- 
THL Hill at 330 West 42nd 
MON St., New York, pub- 
lishers also of Mill 
Supplies. 


ew 











your most 


exacting customers 


Show your most exacting customer some 
typical Kennedy Bronze or Iron Body 
Valves and you will find him attracted 
by their sturdy design, high grade metal, 
and accurate machine work. 
trial will demonstrate their ease of op- 
eration and dependability, and will win 
complete acceptance for Kennedy Prod- 
ucts. For over 50 years Kennedy Valves 
and Pipe Fittings have been sold to 
industrial plants and contractors exclu- 
sively through supply houses; and the 
Kennedy policy of standing squarely be- 
hind every Kennedy Product enables 
dealers to recommend them conscien- 
tiously and without reservation. 


alves 


that satisfy 


A single 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 


VALYES~PIPE FITTINGS~FIRE HYDRANTS 











For... 


BUSINESS BUILDERS 


Only 


Small tools are important because of 
the reputation which they cast over 
your whole organization, as well as for 
their sales volume. 


If you aim to build a permanently 
profitable business by developing cus- 
tomers who have confidence in your 
integrity and judgment, you will find 
that "Greenfield" tools will help you. 
For over 65 years they have consist- 
ently maintained the kind of quality 
reputation that is a positive help to 
supply houses of high standards. 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 


Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 
In Canada: Greenfield Tap & Die Corp. of 
Canada, Ltd., Galt, Ont. 
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TAPS and DIES 


TWIST DRILLS 
REAMERS 
GAGES 





SCREW PLATES 








GREENFIELD 
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Outstanding Sales Year 
For Lewis Supply Co. 


The Lewis Supply Co., Memphis, 
Tenn., reports the past year as the 
most successful since the firm’s 
beginning, both as to volume of busi- 
ness and profit. A 20 per cent divi- 
dend was declared with a week’s sal- 
ary to all employees and a salary 
increase for many of the personnel. T. 
W. Lewis, president of the firm, is 
very optimistic about the future and 
expects another banner year. 

Lubriplate, a Fiske Brothers Re- 
fining Co. product, is now stocked 
and sales of it are good, according 
to Mr. Lewis. The company’s annual 
sales meetings were held December 
28, 29 and 30. About ten manufac. 
turers’ representatives were present 
and made some interesting and help- 
ful sales talks. The meetings were 
concluded on December 30 with a din- 
ner dance at the Hotel Peabody. 

An entirely new department for 
sales development is being contem- 
plated to help stimulate sales through- 
out the year in accordance with a 
very ambitious sales program and 
budget. 


October Best Month 
For Milligan Hardware 


Milligan Hardware & Supply Co., 
East Liverpool, Ohio, reports that 
October was the best month for sales 
volume in the history of the organ- 
ization. Increased business through- 
out 1937 necessitated adding three 
additional men to the sales staff. 

New lines now stocked include 
Gates V-belts and woodworking ma- 
chines of the Delta Mfg. Co. 


Distributor for Falk Firm 


The Transmission Engineering Co., 
San Francisco, has been appointed 
representative for the Falk Corp., in 
Northern California. The office is in 
charge of A. Pedersen. 








Ropes, Inc., Seattle, Wash. is just two years 
old and going very strong. Happy over 
their speedy progress are (left to right): 
Guy Bettinger, buyer; Clarence Evans, ship- 
ping clerk; C. P. Cox, accountant; Miss 
Hazel Nelson, office; Charles Gilkey, mana- 
ger; T. B. Morrison, president; and M. T. 
Burkland, secretary 
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MARVEL 


High-Speed-Edge 






Are you 
' selling "Pre-War" 
Hack Saw Blades? 








World War condi- 
tions demanded great- 
er speed — Post-war 
competitions demand- 
ed more than mere 
speed — it required 
speed with depend- 
ability and led to the 
positively unbreak- 
able MARVEL High- 
Speed - Edge Hack 
Saw Blades. This pat- 
ented blade not only 
assures continuous 
operation but because 
of its great strength 


permits greatly  in- 
creased speeds and 


feed pressures. 









3 





For more of today’s and 
tomorrow's hack saw 
business, sell these mod- 
ern blades with: 


1. Genuine 18% 
Tungsten High 
Speed Steel Cut- 
ting Edge. 

2. Unbreakable Al- 
loy Steel Back 


3. Patented inte- 
gral weld. 


Write for Catalog 
Armstrong-Blum Mfg. Co. 
"The Hack Saw People” 


5753 Bloomingdale Ave. 
Chicago, U.S.A. 





















Keasbey & Mattison 
Add Asphalt Products 


Broadening its activities in the 
building materials field, Keasby & 
Mattison Co., Ambler, Pa., manufac- 
turer of asbestos-cement building 
products and asbestos-magnesia insu- 
lations, has announced the inclusion 
of asphalt products, shingles, roll 
roofing, sheathing papers, liquid coat- 
ing, fibre roof coating and solid roof- 
ing asphalt to its building materials 
line. 

“The decision. of the company to 
add asphalt products to its well estab- 
lished asbestos-cement building ma- 
terials line was motivated in the in- 
terest of a complete service to the 
building contractor,” said D. P. Oster- 
| hout, sales manager or the Asbestos- 
| Cement Products Division. 














Let There Be Light 


(Continued from page 33) 








| 
| 
| 
| Do the lamps burn with a yellow, 
lifeless glow (caused by overloaded 
wiring or improper voltage) ? 

Are the ceiling and walls painted 
in light colors to help the lighting 
system? 

How do employees react to a trial 
installation of advanced lighting in 
one part of the building? 

Has the lighting cost ever been 
|compared with gross cost of doing 
| business? 
| And here are some questions to 
|ask your customers and get them 
| started thinking: 
| IN THE FACTORY: Do your 
employees have trouble getting the 
light “just right” on their work? 
Can they distinguish fine detail in 
daylight near a window better than 
under your artificial lighting? Are 
rejects and spoilage costing you 
money regularly? 

IN THE OFFICE: Can you lo- 
| cate your desks without respect to 
| windows and lighting, thereby mak- 








|ing every foot of space available? | 


'Do your employees complain of 
| headaches and fatigue? Is your of- 
fice operating at 9 a. m. efficiency 
|in the late afternoon? 

IN THE SCHOOL: 


tions when viewed from every part 
of the classroom? Do the students 
become dull and drowsy? Do you 
know that approximately 40 per 
cent of the average school year is 
cloudy, thereby making correct arti- 
ficial jJlumination a necessity? 
Lighting is far too important 
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Is the black- | 
board free from annoying reflec- | 


| 
| 
| 
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VINCENT 





GRINDING 
WHEEL 
DRESSER 
CUTTERS 
BUILD 
GOOD WILL 


AND 
SALES VOLUME 





















@ The long-lived 
quality of Vineent- 
Huntington Cutters 
comes from the pains- 
taking care and mod- 
ern methods used in 
their manufacture. 
Made from __ special 
analysis steel, they 
are milled—not 
stamped —and each 
cutter is heat treated 
to the exact degree 
of hardness by the 
“Vincent Process’’ 


Teeth 
Count 
Them / 


The reputation which 
Vincent-Huntington 
Cutters have _estab- 
lished is one of your 
best sales helps. Sell 
them on quality, low 
cost, economy, and 
service — then when 
replacements afe 
needed, Vincent- 
Huntington will again 
fill the bill on all 
points. 


Use our catalog sheets 
for useful informa- 
tion. 


THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 




















if it has a 


“RED END” 


If you want to get real turn- 
over, you'll find no other 
quality folding wood rule to 
beat a Lufkin "RED END.” 


Everyone likes the way they 
feel, likes the smooth-working, 
rust-proof brass spring joints 
and strike-plates that prevent 
wear on markings. 


Write for Catalog No. 12. 


UF HA/N 


SAGINAW, MICHIGAN 


TAPES - RULES 
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New York Cit 





PRECISION: TOOLS 


and far-reaching in its effects 
merely to appraise as a budget item. 
Lighting today is less than ever a 
static subject. An intelligent ap- 
proach to lighting problems requires 
a broad viewpoint and a willingness 


| to search out and accept what is 


; hew, 


What has been set forth here 
is but an introduction to the sub- 
ject. The salesman who is conscien- 
tious in his desire to sell more 


| lamps will draw on his manufac- 


turer supply source for all further 
information that is available on the 


| subject. 


| was 
| General 


| ducers, 


| determining what the 


Material upon which this article 
based was supplied by the 
Electric Company and 
Westinghouse Electric and Manu- 
facturing Company. 








Paper Profits 


(Continued from page 35) 
J pag 








and adequate protection 
must be allowed for beforehand. 
These few general conditions are 





perhaps the most important, so keep | 


them in mind on the next job you 
tackle in this field. 

Let’s start right from scratch in 
industrial 


| distributor can sell them. Logs are 


| industrial 


first brought to the mill by rail- 
road, truck or water from neighbor- 
ing timberlands. One or more con- 
veyors carries the logs inside to 
the barking drums which tumble 


| the wood about, rubbing the bark 


off each piece. From here on, 
through each separate process, prac- 
tically every item on the distribu- 
tor’s shelf is used. It would be 
impossible to enumerate them all, 
so let us discuss only the major 
supplies found in the 
average pulp and paper plant. 
Under the materials handling 


| group, conveyors are highly im- | 
| portant, being used considerably in 
| moving logs through the barking, 
chipping and, finally the digesting | 


processes until the wood becomes a 
liquid solution. Conveyor belting is 
used in great quantities, together 
with replacement parts on all con- 
veying equipment. Materials com- 
ing in by railroad necessitate the 


| use of car wrenches and car mov- 


ers for unloading 
freight cars. 
both hand and electric hoists and 
various types of trucks are vital to 
moving the heavy paper rolls, han- 


and moving 
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Throughout the plant | 













* “OK 


in it 
for You” 


here’s what’s 












Daar unions are worth more 
That's why 
Darts tell a different story on 
your sales and profits records. 


to your customers. 


And what's more, Dart advertis- 
ing in several national trade 
papers will continue to keep 
your market primed—help to 
keep your sales up. 

And look at the difference be- 
tween Darts and ordinary 
Look at the extra wide 
bronze seats ground to a true 
ball joint—a joint that assures 
leak-proof seating, that stands 
tougher service, longer. Dart 
bodies and nuts are made of 
extra-heavy air refined malle- 
able iron to withstand wrench 
abuse, pipe strains, and repeated 
use. 


unions. 


Write for Dart’s jobber policy 
today. 
SS — 
RY Z 
= = 
—= od 
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uN!tOoOn Ss 
E. M. DART MFG. CO., Providence, R. |. 


Sales Agents: 
he Fairbanks Company, New York, 
and all branches. 


_ 


Canadian Factory: 
Dart Union Company, Ltd., 
Toronto, Canada. 




















dling products and in making re- | 
pairs, moving machinery and parts. 

Other items finding heavy applica- | 

tion are skids, wire rope and fit- | 

tings, tackle blocks and sheaves, 

chain and fittings, jacks, shovels, 

buckets and floor casters. 

Power transmission equipment 
calls for a multitude of supplies 
handled by the distributor. Pul- 
leys, hanger couplings and shafting 
which are used on beaters, pumps, 
jordans, core drivers and cutters 
can be a large item, depending of 
course, on the size of the mill. 
V-belts and sheaves, which have be- 
come of increasing importance in 
recent years, are used extensively | 
on feeders, chippers, compressors 
and pump drives. Flat belts, dress- | 
ings, belt fasteners and lacings are 
other supplies that will find fre- | 
quent sale. Speed reducers and 
variable speed transmissions mean 
heavy business, being used on beat- 
ers, pumps, jordans and cutters. 
Motors, of course, are always a | 
large item, for with so much and | 
varied machinery, all types and 
sizes of motors are necessary. Prod- 
ucts allied with motors, such as | 
motor controls, transformers, me- | 
ters and voltage regulators are like- | 


wise in demand. The tension-con- | 


trol motor base, a comparatively 
recent development, is used to good 
advantage on motors, jordan en- 
gines, centrifugal pumps, compres- 
sor and chipper drives. Chain 
drives are found on beaters, pumps 


and screws. Roller bearings and | 


ball bearings have numerous appli- 
cations, being used for breast and 
wire roll mountings for high speed 
Fourdrinier machines; table roll 
mountings; dryer cylinder applica- 
tions; dryer felt roll mountings; 
couch roll mountings; primary 
press rolls; wood pulp grinder ap- 
plications and roller and ball thrust 


bearings to jordan engines. Other | 
equipment in the power transmis- | 


sion line used in varying degrees 


are gears of new type design for | 


presses, clutches, flexible couplings, 


transmission rope and chain sprock- | 


ets. 


Power plant, steam, water and 


air supplies are perhaps the largest 


general classification of industrial | 


equipment that go into pulp and 
paper plants. Water and liquids 
used in such large quantities, neces- 
sitates the use of many pumps of 
various types as well as many miles 
of pipe for carrying pulp, caustic, 
black and green liquors, water, steam 
and other solutions. Pipe fittings, 








































Tits Ezy 


WITH 


H&M 


WINCHES & 


& For hauling, for lifting, for spotting cars— 





for big, tough jobs or light, easy ones— 
R & M Electric Winches are the answer. 
Sell the fact that they'll last twenty years 
or more and pay for themselves again and 
again with the work they do. 





You get Sold Through 
the inquiry Mill Supply Houses Everywhere 
—we'll 








so |ROBBINS € MYERS 
a csi HOIST AND CRANE DIVISION ° SPRINGFIELD, ono 






Duplex Rotary 
Cut-Off Saw 


JERE S a saw to sell your customers that's en- 
tirely new in design and principle. It will cut 
their present sawing cost 50%. Extensive re- 
search and test has proved it to be the answer 
to modern high speed work. 

Here are selling facts: (1) Twin high-speed 
circular saws mounted on a carriage which slide 
on vertical posts, bite into the material on each 
side. This principle permits two cutting edges 
working in the material at the same time, in- 
stead of the conventional one—the cutting time 
is in direct proportion. (2) Enables use of much 
thinner saws which reduces material waste cost 
to a minimum. (3) Allows use of much smaller 
blades—materially reducing replacement costs. 
(4) Controlled hydraulic feed guarantees accu- 
rate cut off to any length and to suit any mate- 
rial requirement. Write for complete information. 


WELLS MFG. CORP. “wiencs® 
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This guide tells 
WHERE vo suy 
WHAT vo suy 


in industrial supplies and equipment 


MILL SUPPLIES 


330 WEST 42nd ST. NEW YORK CITY, N. Y. 
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of course, will go along as a large 
industrial supply. In the moderniza- 
tion of many of the plants, old stock 
and water pumps are fast being re- 
placed with new electrically driven 
pumps. There is a major market 
for pumps, the different types and 
sizes being used for handling cor- 
rosives, water, low viscosity liquids, 
heavy stocks, steam and alkalies. 

Valves are vital elements in any 
process plant, for they control all 
fluid flows. Thus they are an im- 
portant sales item for the distribu- 
tor who serves the paper mill. Both 
ordinary pressure and temperature 
valves and the automatic types are 
heavily used. They are depended 
on for close control of all lines hand- 
ling pulp, black and green liquors, 
spent liquids and sulphate liquors. 
Unusual in this division of indus- 
trial equipment are the portable 
electric blowers that are used 
extensively for cleaning stock. A 
major market in the pulp and 
paper industry is also found for 
packings, used in both the power 
plant as well as in the produc- 
tion end of the paper mill. In the 
power plant, packings are required 
for boiler feed pumps, air compres- 
sors, steam engines and turbines 
and valve stems. Gaskets are also 
used for boiler, manhole, handhole 
and tube plates. Incidentally, don’t 
overlook the opportunity here to sell 
refractory products for boiler fur- 
nace settings and repairs. Packing 
is vital to the operation of the paper 
mill. Without it, pumps could not 
deliver water, caustic liquids, etc., 
which are required in any process 
industry. While there are any num- 
ber of ordinary packing require- 
ments, the stock pumps and jordan 
engines represent conditions where 
the packing is a major maintenance 
or replacement item. To visualize 
the importance of packing in the 
pulp and paper industry, it is only 
necessary for one to make a trip 
through a paper mill stock room 
where spare parts and supplies are 
carried. Packing forms a substan- 
tial part of the materials on hand. 
There is also a good market for 
boiler tubes, pipe coverings and in- 
sulation, traps, pressure regulators, 
water and steam hose, pipe tools, 
electrical wire and cable, gages, 
hose fittings, compressors, joint 
compounds and unit heaters. 

In the production operation we 
find handspike forks, for handling 
logs, used in large numbers. Port- 
able electric sanders, used for sand- 
ing suction box covers, are a major 
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MOST 
EFFICIENT 


OUTLET BOX anp 


FIXTURE HANGER 
ever invented 










Patented in the 
United States and 
abroad. Approved by 
Underwriters’ Labor- 
atories, U.S. A. and 
Hydro-Electric Pow- 
er Commission, Can- 
ada. First Choice of 
leading Architects, 
Builders ana Con- 
tractors. 


Consists of two wings 
mounted on a nipple. 
Nipple is 244” long 
—each wing 52” 
long. Open hanger 
has 11” of holding 
surface. Nipple has 
lock-nut to hold fix- 
ture against wall or 
ceiling. 


all around ease of use 


and ruggedness 


The Paine Hanger is the secure, easy-to-use and 

most satisfactory device for attaching outlet boxes, 

ceiling fans and numerous other fixtures. When 

wings are through the hole, they lock automatically; 

but to remove, simply insert screwdriver through 
nipple to raise locking 
key. The Paine Hanger 
may be used in openings 
as small as |-'4” in dia- 
meter. 








By attaching the article to be hung to the hanger before 
inserting hanger in wall or ceiling, much overhead work 
and working time is eliminated. 


COMPANY 

2947 Carroll Ave. | 
CHICAGO 

79 Barclay St.,New York | 





want. Also, lubricants and lubricat- 
ing devices; safety equipment such 
as shoes, aprons, respirators, gloves 
and goggles; chucks; various port- 
able electric tools; bolt and pipe 
threading equipment and _ hand 
tools. 

Maintenance needs call for just 
about every industrial supply fall- 
ing within this group, with a major 
market for pipe cleaning tools, 
lathes and accessories, hacksaws 
and hack saw blades. Paint is used 
in large quantities to prevent rust 
and keep metal parts in good condi- 
tion. Of course, the usual run of 
maintenance items such as vises, 
brushes and brooms, electric lamps, 
cutting and welding equipment, 
grinders, cleaning compounds, ma- 
chinists tools, fire extinguishers, 
tool holders, abrasive products, files 
and lockers are always used. 

Besides the power plant and pro- 








duction department of the pulp and 
paper mill, industrial supply sales- 
| men will probably find the plant 
|maintains a blacksmith shop, ma- 
\chine shop, woodworking shop and 
| pipe shop, each of which is a market 
| for industrial supplies in itself. 











| Guess What 


(Continued from page 29) 








1. Butt-welded pipe is the cheap- 
est form of pipe, and is made sim- 
ply by pressing the abutting edges 
of a plate (called “skelp”) together 
at welding heat. Lap-welded pipe 
is formed into a rough cylinder, 
then welded by pulling the over- 
lapped edges at welding heat be- 
tween rolls and a mandrel. 

2. Yes. Electric-welded pipe is 
welded by the resistance of the ma- 
terial to current flow. 

3. Seamless tubing is just what 
its name implies—it is formed 
from a solid billet which is pierced 
|through the core, then drawn to 
shape and size. 








| 

| 4. Yes, hammer-welded (large 
sizes only), fusion-welded (special | 
| jobs), spiral-riveted, extruded, cast, | 
| etc. 
| §. Copper, _ brass, aluminum, | 
|nickel, Monel metal, Admiralty | 
| metal. 

| 6. Cast iron, wrought iron, stain- | 
iless steel, carbon-molybdenum 
| steel, ingot iron, copper-molybde- 
num iron. 

| 7. No, the largest butt-welded 
| size is 3 inch. 

8. It may be either steel or} 
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KEY TITE 


WATER 


aie JOINT 
Om pouND 





To put momentum 
into buying, start off 
with rapid sellers . . 
products like Key- 
Tite and Key Gra- 
phite Paste. 


They have just what it takes to start off 
orders in high. Customers use them... 
need them... like them... and buy 
them regularly. Quality products that 
add prestige to your entire line. 


On your next call, start your sales talk 
with Key-Tite and Key Graphite Paste. 
See if that method doesn't make your 
work easier and your commissions bigger. 


When you tell them about Key-Tite re- 
mind them that Key-Tite is economical 

. that it covers more surface than 
ordinary pipe joint dopes . . . that it 
doesn't settle and will always retain its 
full body and plastic qualities. It will 
not freeze the connections ... the ideal 
seal for lines carrying water, gas, steam, 
compressed air, etc. 


Key Graphite Paste 
—is leakproof 
against oils, gaso_ 
line, acids, etc. 
Economical to use 

- expands under 
heat . . . remains 
plastic in the joint. 


A 
ANPHITE PAST 


eel 
i 
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2621-A McCASLAND AVE., East St. Louis, Ill. 
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. Marwedel & Co. 


Says— 





Mr. Heitmuller has been identified with the wel 
known firm of C. W. Marwedel & Co. Sm 
Francisco mill supply dealers for many years, Ay 
General Manager of this company, he is intimately 
acquainted with the territory within a 250 mik 
radius of San Francisco, and with the metal an 
wood working industries Marwedel and Co. serve 
His endorsement of manufacturers’ advertising, 
quoted here, is typical of leading distributors 


throughout the country. 
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| ADVERTISING W720 act 
_.. HELPS US DO A BETTER JOBI” 





a “The variety of products a mill supply distributor must handle in order to 
ee fe properly serve his customers makes it difficult to render good service if the 
0 mi entire selling job must be carried by his salesman. Manufacturers, by the 
a use of advertising in FACTORY to tell the factory men about their products 
ertising help us do a better job of distribution. The acceptance for their products 


stribu 
— that is built up by such advertising makes possible more efficient selling by 


our salesmen because they can devote less time to explaining the merits 
of the product and more time to adapting the product to the customer's 
needs. We strongly recommend advertising as one of the valuable aids to 


greater sales.” 
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head A McGRAW-HILL radio 
PUBLICATION 


330 W. 42nd Street 
New York, N. Y. 
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FOR YOUR 1938 REQUIREMENTS 
OF DRESSERS AND VISES 





DESMOND DRESSERS 





We manufacture the only complete 
line of Dressers and Cutters to 
enable you to take care of all of 
your customers’ wheel truing 
requirements. 


SIMPLEX VISES 





This exclusive 100% solid steel 
slide vise will give your customers 
greater strength and service at no 
extra cost. These vises are sold 
only through distributors. 








and Cutters and Simplex Vises. 
price sheets. 


You will find many sales and good repeat orders on Desmond Dressers 


Write to-day for new catalogs and 








THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


wrought-iron pipe, finished with a 
zinc coating. Galvanizing is sim- 
ply the name for a surface-coating 
process. 

9. Wrought pipe may mean any- 
thing. The proper terms are “steel 
pipe” and “genuine wrought-iron 
pipe,” the first made by any of 
several processes, the second either 
lap- or butt-welded. 

10. Stainless steel, which in iron 
pipe size costs about 16 times as 
much as butt-welded pipe. Even 
in 20-gage tubing of a given size, 
it costs about 6 times as much. 

11. This dimension is known as 
the nominal inside diameter. The 
actual inside diameter is slightly 
over 2 inches. 

12. In this case the 14 inches is 
the nominal outside diameter, Pipe 
12 inches and smaller in diameter 
is rated on the inside diameter, 
above that size is rated on outside 
diameter. 

13. The taper is 1 in 16, used to 
insure liquid-tightness of joints. 

14. Silica and asbestos, felted 
Rockwool, and certain plastics in 
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W-S 


FORGED STEEL 
FITTINGS 


For complete satisfaction on lines carrying oil, gas, 
steam, water or ammonia under high pressures and 
high temperatures, specify W-S Forged Steel Fittings. 

They are bored from solid steel forgings, have sharp 
accurately cut threads and every fitting is carefully 


inspected and tested. 

You will find them definitely 
stronger, longer lived and more 
dependable under the most severe 
conditions. 

The better service insured by 
W-S Fittings is expressed in dollars 
saved in maintenance. 
Write for Bulletin A-3. 


CO. 


ROS bbs, N. J. 
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cement form. 

15. Felted asbestos, 85% mag- 
| nesia, cellular asbestos paper, wool 
| felt, hair felt, cork. 

16. Laminated pipe is built up of 
two or more materials in layers, 
one to resist corrosion or erosion, 
the other to provide strength. Ex- 
amples are rubber-lined or glass- 
lined pipe. 

17. It is customarily joined with 
soldered or compression fittings be- 
cause of the difficulty of cutting 
threads in copper. 

18. Yes, copper tubing is nor- 
mally available in about four de- 
grees of hardness, depending upon 
resistance to crushing and bend- 
ability desired. 

19. Shrouded tubing is ordinary 
iron pipe covered with a light-gage 
stainless. 





Sam and Charlie—The 
Answer 


Don’t be an ass; recall math class, 
and start this at the end; x’s and 
y’s are for college guys who just 
can not unbend. Remember Chuck 
had eighty bucks, half of which 
| came from Sam, making forty for 
each at this point of the yarn, or 
don’t you give adamn? Now (don’t 
nod), half Sammy’s wad, or twenty, 
came from Charlie, leaving sixty 
for Chuck at this point of the swap, 
simple as the politics of Farley. 
But remember this, and do not 
miss, half Charlie’s sixty came 




















just thirty bucks at the start of 
all this jam. Now, thirty from 
eighty leaves fifty bucks which 
Sammy had to start, half a hun- 
dred iron men with which he chose 
to part. So, my friend, if you must 
unbend when you meet a Charlie 
Buyer; trade jokes if you will, but 
LEAVE YOUR CASH AT HOME! 
Remember Sam Supplier! 








Anti-Recession 
Toxin 


(Continued from page 24) 








and loyalty that he has given to us. 
A solution can come through co- 
operation to reach that middle 
ground which is fair and practical 
to both.” 





Sales assistance by the manufac- | 


turer can be improved beyond its 
present plane, according to P. C. 
Ridings, Syracuse Supply Co. “List 
prices should be contained in cata- 
logs,” Mr. Ridings said. “Catalogs, 
manuals and personal solicitations 
are still the basic elements of sell- 
ing. The greatest need today in 
direct mail is for a 90 per cent re- 
duction in bulk—by an editor with 
real selling experience.” 

At the conclusion of the meeting 
Jules F. Sorzano, manager of the 
industrial division, Wailes, Dove- 
Hermiston Corp., read a paper in 
which he described the experiences 
of his company in working out a 
program of merchandising its prod- 
uct through distributors. 

On December 8, the day previous 
to the general meeting of distribu- 
tors in the eastern zone, executive 
committees of the two distributor 
associations and the manufacturers’ 
association, held their annual meet- 
ings. Their programs for the ensu- 
ing year were discussed, and some 
plans formulated for the next 
Triple Mill Supply convention to be 
held at the William Penn Hotel, 
Pittsburgh, on May 9, 10 and 11. 








Buying for 
“the Peepul" 


(Continued from page 25) 








opened publicly at a definite time in 
a certain designated place. 

After the opening, bids are scru- 
tinized by a designated official to 
See that their form is correct, that 
they are not qualified in any way 

























CATAWISSA 
FORGED STEEL 


CHECK VALVE oy 
600 Ibs. W.S.P. 1500 Ibs. O.W.G. 


The best check valve you can buy—No. 600 Union type for high pressure 
boiler feed lines and heavy duty service. Practically indestructible. ALL 
steel. All inside working parts stainless steel. Greater unrestricted flow. 
Opening Union Nut opens the line. Made in 2” size only. May be used 
in the same space as any Catawissa 350 Ib. check valve. 


WILL OUTLAST 
YOUR BOILER CATAWISSA.. PA. 


THE CENTRAL FORGING CO. 














MONEY MAKERS 
FOR BOTH -- «> 


INDUSTRIALS 
AND 


DISTRIBUTORS 


@ Coffing Hoists are money 
makers and money savers 
for users. Low in first cost, 
they are economical in op- 
eration and give long lived 
dependable service. Be- 
cause of the superior and 
unusual features of Coffing 
Hoists and the potential 
market in all branches of 
industry, the distributor who 
sells these hoists is enabled 
to build up an exceedingly 
profitable business. Are you 
one of these distributors? 


COFFING 
HOIST COMPANY 


DANVILLE, 
: ILLINOIS 








Ratchet 
Lever 
Hoist 





Electric 
Hoist 














COFFING “° HOISTS 


SPUR-GEAR . . . RATCHET LEVER . . . ELECTRIC 
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THE BILLINGS & SPENCER CO. HARTFORD, CONNECTICUT, U.S. A. 


Distributors ! 
the NEW 
CATALOG 


is Ready for Distribution 





POCKET SIZE 
Every one of your customers and 


prospective Billings Forged Tool 
users will want a copy of this New 
Catalog—Pocket Size—Bright Red 
Cover—New Tools! 





How many will you need? 


Write today for this new Billings 
Sales Help. 


Ae 


COMMERCIAL DROP FORGINGS - BOARD DROP HAMMERS and DIE MAKING MACHINERY 











Hoist Your Sales 
with HARRINGTON’S 


“CUM ALONG" 
LEVER PULLER and HOIST 


Markets are ready in your own territory 
for this new portable Pulled and Hoist. 
Build sales with this Harrington Product. 
Complete description in Bulletin P-39. 
Send for it now. 


A PRODUCT OF 


THE HARRINGTON COMPANY 
17th and Callowhill Sts. Philadelphia, Pa. 
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either through omission or addition 
of matter that would automatically 
throw them out from further con- 

sideration. A check of insufficient 

amount, or a bid bond not up to 

legal requirements might bar the 

bid from consideration. After the 
legal requirements have been passed 
upon, the procurement officer will 
consider whether the equipmen: 

offered meets specifications. If he 
is satisfied that the material is in all 
respects satisfactory he will award, 
if he has that power, or recommend 
the award of the contract to the 
individual or body clothed with 
power to close the transaction. 

On the informal purchase, the 
buyer may be given the authority 
to go out in the open market and 
purchase needed material with or 
without competitive bids. It is, how- 
ever, the generally accepted prac- 
tice among public buyers to obtain 
competitive figures whenever possi- 
ble. Most offices send out quotation 
sheets stating goods required, quan- 
tity, type, style and design, also 
where and how to be delivered. 
Upon receipt of quotation blanks, 
due on a certain date, the procure- 
ment officer checks to determine if 
they are in order, whether the ma- 
terial to be delivered is satisfactory, 
inspects samples if called for, re- 
ceives a laboratory report if testing 
is necessary, and then mails an 
order to cover the transaction. In 
cases where speed is essential prices 
may be obtained by phone. 

The procedure on informal orders 
is probably but little different from 
the method used by efficient private 
industrials. There is, however, this 
distinction. It is generally consid- 
ered that all quotations and orders 
are open for inspection to all who 
may be interested. In some public 
buying offices all quotations are 
posted in a conspicuous place for all 
to see. The publicity angle holds 
both an advantage and a disadvan- 
tage for the public official over the 
non-public methods of private pur- 
chasing. 

Right here is one place where in- 
dustrial salesmen and other vendors 
are apt to criticize public purchas- 
ing agents without correctly under- 
standing their official duties and 
responsibilities. 

It is more or less taken for grant- 
ed that a buyer for a private indus- 
try will not reveal quotations to a 
competing salesman. The trans- 

action can be closed by telling the 
supply salesman that he “purchased 


















































. i 
HELPS 


YOU 
SELL 








——— 
Pe eetiran assent omen aasecamnaes 


OR 54 years the men in 
all industries that buy the 
power supplies you sell have 
leaned on POWER for the 
newest and best in products 
and practices. Thus, when 
you say a good word for 
POWER—+to the fellow you 
sell to, and the fellow you 
sell for — you help yourself 
“get in" easier, spend less 
time on preliminary selling, 


make more calls, and hence 


more profit. 


POWER 


330 West 42nd Street 


NEW YORK CITY, N. Y. 





the last lot of hack saw blades at 
a lower price than you quoted”. 
About the only comeback the sales- 
man has is to meekly inquire 
whether the difference in price is 
great or small. If the price should 
be the same or even lower and the 
private buyer accepts the competi- 
tor’s brand he need only fall back 
on the reason that, “the produc- 
tion department prefers the XYZ 
brand,” or, “they find it cuts faster, 
etc., etc.” 

A public buyer, however, is duty 
bound to reveal at what price he 
purchased the hack saws; if the 
price is the same, he must tell why 
he accepted the other make; and 
should the price be higher, why he 
refused to accept the lower price 
blade. Frequently the public buyer, 
if he is a good purchasing agent, 
does not accept the lower price ma- 
terial offered. Then his troubles 
may begin, in order to convince the 
loser that his product was not up 
to standard. He may have to fall 
back on the expert testimony of a 
laboratory test. 

It is much easier for private in- 
dustry to keep up the quality of the 
supplies and equipment it purchases 
than for a public procurement office. 
In fact the latter is always fighting 
against the possible lowering of its 
standards. In many instances it is 
extremely difficult to detect wherein 
an article offered fails to meet 
specifications, and yet actual results 
in use show it to be inferior. 

In nearly all lines of industrial 
supplies there are several makers 
whose product is on a par. Follow- 
ing these are other products which 
for one reason or another, are not 
top ranking in quality and fall just 
short of being A-1l. The private 
buyer, unless he wishes to take a 
chance, can ignore entirely these 
makes and refuse to give them con- 
sideration. The road of the public 
buyer is not so easy and on the plea 
of a lower price he must somehow 
determine whether an initial sav- 
ing may not become a future ex- 
pense. 

Some industrial distributors do 
not care to have their lowest prices 
made public. Consequently an occa- 
sional preferential 5 or 10 per cent, 
passed on to an extremely good 
private customer, does not reach 
governmental offices. Public bid 
prices, too, are more often identical 
and suggest collusion on the part 
of vendors. The N R A and the 
Robinson-Patman Act have given 
impetus to controlled prices. 
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IF IT'S AN AUTOMATIC 
VALVE SPECIALTY 


—DAVIS 


makes it! 


A-A‘ Vents. Altitude Valves. 
—Balanced Valves. Back Pressure 
Valves. Butterfly Valves. 
C—Check Valves. Controllers. 


D —Damper Regulators. 
E- Exhaust Relief Valves. 
F —Float Boxes. Float Valves. 
G—Gas Regulators. Governors for 


pumps. 


—Hydraulically operated Control 
Valves. 


I —Internal Cushioned Check 
Valves. 


L —tiauia Level Controllers. 


Meter Operated Valves. 


N —Non-return Valves. 
oO Open tank Float Valves. 
P —Pressure Regulators. Pump Gov- 
ernors. Pilot Valves. 
R —Relief Valves. Reducing Valves. 
S —Strainers. Solenoid Valves. Stop 
and Check Valves. Steam Traps. 


T —Turbine Bleeder Non-return 
Valves. 


V —Vacuum Relief Valves. 
W — Water Pressure Regulators. 


Y Y-type Strainers. 


Write 


PROMPT reply will be given to your in- 
quiry for catalog, prices, discounts, etc. We 
carry large stocks of standard items and 
can make quick delivery. Special control 
problems solicited. DAVIS REGULATOR 
CO., 2544 S. Washtenaw Ave., Chicago., Ill. 
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PRODUCT PAGE NO. MAIN FEATURE MANUFACTURER 
Direct Drive Shaper 126 Added power with geared-motor drive Walker-Turner Company 
Oil Proof Hose 126 Oil-proofed with Neoprene composition Electric Hose & Rubber Co. 
Rubber Track 127 Increased traction with complete rubber The B. F. Goodrich Co. 

tread 
Remote Control Valve 127 Protection against freeze-up and water Rockwood Sprinkler Co. 
loss 
Welding Electrode 128 Stable arc permits smooth welds The Lincoln Electric Co. 
Atomizer Head 129 Impinging air jets give fine spray The Alexander Milburn Co. 
Wrench Attachment 129 Chrome-Vanadium steel, plated fittings ee nae & Tool 
orks 
Furnace Brush 130 Rust-proof steel gives longer life Schaefer Brush Mfg. Co. 
Half-inch Electric Drill 130 Can be used in restricted quarters a Pneumatic 
ool Co. 
Blasting Machine 131 Fully automatic abrasive cycle The American Foundry 
Equipment Co. 
Air Motor Drive 132 May be transferred from one paint drum The DeVilbiss Co. 
to another 
Mallets 132 Special composition adds weight Martin Bersted Co. 
Variable Speed Transmission 132 Wide range of speeds from 90 to 4300 The Speedmaster Co. 
r.p.m. 
Portable Brinell Instrument 133 Simplifies metal hardness tests Teleweld, Inc. 
Pipe Wrench Chain 134 Heat treated steel adds strength The Billings & Spencer Co. 
Welding Hose 134 Single unit construction Quaker City Rubber Co. 
Elbow Propeller Pump 135 Handles water and semi-viscous liquids ar See & Ma- 
chinery Co. 
noun See Threading 135 All high speed gears of 1045 S.A.E. steel Landis Machine Co. 
Machine 




















NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Direct Drive Shaper 





Chief among the features of this 
direct drive shaper is the geared 
motor drive. In research on both gear 
and belt drives, the same motor de- 
livered considerably more power to 
the cutting tool gear directly. Tests 





126 





on the new shaper with direct drive 
also revealed that the motor rated at 
{ h.p. would develop nearly 2 h.p.—or 
two and one-half times its normal 
rating—for intermittent periods. The 
spindle is turned at 7600 r.p.m. by 
precision gears built into the motor as 
an integral part. Both motor and gear 
shafts are mounted on ball bearings. 
Motor and arbor unit is moved up and 
down a 2%-in. seamless steel column 
for a distance of 6 in., movement be- 
ing controlled by a screw and bevel 
gear mechanism with microscopic 
adjustment so that a movement of 
24 thousands of an inch is indicated 
on the dial. Motor switch and guard 
and guard control wheels and locks 
are all conveniently accessible. This 
machine is recommended for shaping, 
as well as for sanding, penoning, da- 
doing, reeding, fluting, surface grind- 
ing, panel carving, making locked 
corners for boxes and drawers, and 
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other operations. Primary buying offi- 
cials to be contacted in introducing 
this new product are plant superin- 
tendent, purchasing agent, and main- 
tenance superintendent. Walker- 
Turner Co., Plainfield, N. J.—MILL 
SUPPLIES, January, 1938. 


Oil-Proof Hose 





This new type of hose for fuel oil 
reel service is oil-proof inside and 
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uut, having a 
Neoprene composition rather than 
rubber on both inner tubes and cover. 


The reinforcement consists of two or | 


circularly- | 
braided cotton cord in the 1-in. and | 
The new hose is said to | 


three braids of strong, 


14-in. sizes. 
be extremely flexible and to have a 
service life that is exceptional. Pri- 
mary buying officials to be contacted 
in introducing this product are super- 
intendent, purchasing agent and chief 
engineer.—Electric Hose & Rubber 
Co., Wilmington, Del.—MILL Supp ties, 
January, 1938. 


Rubber Track 


A mightier draw-bar pull, which 
makes possible the handling of greater 
loads of material, with no increase in 
fuel or power consumption, and the 
ability to travel with equal ease over 
soft earth or concrete highways, are 
two of the outstanding improvements 
claimed for crawler tractors equipped 
with rubber endless track. The in- 
creased traction of rubber on all types 
of surface is the main factor in the 
increased pulling power, it is said, 
while the fact that the tread is com- 
posed entirely of rubber enables trac- 
tors so equipped to use concrete and 
macadam roads where steel tracks 
are prohibited. The track consists of 
an endless rubber belt reinforced 
longitudinally with a number of stee] 
cables. In addition to the cables, steel 
driving members are vulcanized into 
the rubber and made an integral part 


of the unit. Primary buying officials | 


to be contacted in introducing this new 


product are superintendent, purchas- | 


ing agent and plant manager.—The 
B. F. Goodrich Co., Akron, Ohio.— 
MILL SUPPLIES, January, 1938. 


Remote Control Valve 





This remote control hose valve pro- 
tects 


against freeze-ups and also 


specially developed | 





-™ MECHANICAL LEATHER PRODUCTS 
@ FOR EVERY INDUSTRIAL PURPOSE 


Write for Catalog 





Chicago Rawhide Mfg. Co., 1290 Elston Ave., Chicago, U.S.A. 
| TET TTI TILT I Lisi iitcitiiftitititiitt 


The UPSON-WALTON line 


a real three-way winner 


1. Greater Profits 
2. More Business 
3. Satisfied Customers 


Dependability of Profits for distributors 
can come only from one source, i.e. 
dependability of the products you sell. 
"U-W" Products have had their depend- 
ability tested by 66 years of service— 
and TODAY are leaders in their field. 
You can also depend on our distributor 
cooperation, the helpful location of our 
branch offices and warehouses and the 


complete stocks we carry. The "U-W" 
line meets the needs of 
Railroads Utilities 
Shipyards Machinery 
Dry Docks Manufacturers 
Locomotive Works Car Builders 
Steel Fabricators Foundries 


Bridge Builders 


Boiler Manufacturers Steel Erectors 


i Snow Plow 
— Manufacturers 
Steamship Lines Elevator 
Mines Manufacturers 


SEND FOR CATALOGUE 





1106 WEST 11TH STREET 
CLEVELAND, OHIO 
ESTABLISHED 1871! 





WIRE ROPE—AIl grades and construc- 
tions — standard hoisting ropes; extra 
flexible ropes; haulage ropes, elevator 
cables, airplane cable, tiller ropes, and 
sash cords. 


<—e=— 


TURNBUCKLES AND FITTINGS — Drop 

forged hexagonal pattern turnbuckles 
and complete line of fit- 
ings for wire, chain, and 
manila rope, 


TACKLE BLOCKS—"U-W" 
tackle blocks and sheaves 
are built for maximum 
quality and service. The 
line is complete in all types 
and sizes for wire and 
manila rope. 
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HOIST SAFELY 


with AL-LITE SAFETY HOISTS 


MADE OF 


ALCOA ALUMINUM ALLOY 


WITH PATENTED 


SAFETY OVERLOAD GOVERNOR 


@A high speed, spur geared, ball bearing 
hoist for all hoisting applications. 

@ Extreme light weight makes it particularly 
suited to maintenance work or any service 
where hoist must be carried about frequently. 


@ One-third to one-half lighter than ordinary 
hoists. 


@® Weatherproof for outside service. 


@ The only REAL SAFETY HOIST with a 
device which actually warns against danger- 
ous, excessive overloads, and protects work- 
men against accidents. 


@ Costs no more than ordinary hoists. 


APPLY FOR BULLETIN NO. 114 


Chisholm-Moore Hoist Corp. 


{Division of Columbus-McKinnon Chain Corp.} 


TONAWANDA, N. Y. 








Profitable 
to Distributors 


REGULAR 
TYPE 


HEAVY DUTY 
TYPE 


SWACO 


SAFETY Car Movers 





The head of the Car Mover is short, compact, and 
powerful. The weight is so distributed that the bal- 
ance is perfect . . . always right-side up without effort 
on the operator's part. 







The spurs are so placed that they grab the corners 
of the rail rather than the hard top surface. 


Light in weight, only 16 ibs., 
yet powerful and rugged. 


FOR PROFITS 
SELL SWACO 


53!/2 in. 
Selected 
White 
Hickory 
Handle 
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Safety Wrench & Appliance Co., Worcester, Mass. 
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against loss of water from leaky un- 
derground fire protection piping. 
There is no water in the exposed sec- 
tion of the piping. The controls are of 
two types—either a break-glass sta- 
tion is operated or the valve wheel is 
given a full current. In either case 
an impulse is transmitted, the valve 
operates and water is at the nozzle 
without delay. Where there is danger 
from freezing the use of this valve 
eliminates the necessity for insulating 
the pipe. It has been used successfully 
with regular wet underground systems 
which have developed leaks, especially 
in cases where the cost of replacement 
was high because of the nature of the 
pavement. Remote control valves are 
used in conjunction with a special 
main valve which controls the flow of 
water from the city water mains or 
other sources of water supply. This 
main valve is generally located where 
there is heat throughout the cold wea- 
ther. Thus, the piping between the 
main valve and the remote control 
valve is normally empty. Primary 
buying officials to be contacted in 
introducing this new product are su- 
perintendent, purchasing agent, chief 
engineer. — Rockland Sprinkler Co., 
Worcester, Mass.— MILL SUPPLIEs, 
January, 1938. 


Welding Electrode 





A new mild steel arc-welding elec- 
trode, designed particularly for use 
with small alternating current trans- 
former type are welders is said to 
simplify welding with this type of 
equipment and provide weld metals 
of higher quality. The new electrode 
has been developed to meet the spe- 
cial requirements of small a.c. trans- 
former welders. The rod has a heavy 
extruded coating and stable arc, easy 
to strike and hold. Because of its 
stable are the electrode permits mak- 
ing welds in smooth well-shaped beads. 
Another advantage is the easy re- 
moval of slag from the deposits of the 
rod. Weld metals produced by the 
electrode possess hard physical prop- 
erties. Tensile strength is 75,000 to 
85,000 lb. per sq.in., yield point 60,000 
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ALWAYS 
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They have built consumer 
acceptance which means repeat 
business and profits. 


THE CARD SALES POLICY 
of backing up their distributors 
100° assures CARD DISTRIB- 
UTORS full protection. 


S. W. CARD MFG. CO. 


Division of Union Twist Drill Co. 


Mansfield, Mass., U. S. A. 


NEW YORK: 61 Reade St. 
CHICAGO: 11 So. Clinton St. 
DETROIT: 6540 Antoine St. 
SAN FRANCISCO: 121 Second St. 
LOS ANGELES: 168 So. Central Ave. 
SEATTLE: 568 First Ave. South 














to 68,000 lb. per sq.in., and ductility 
20 to 30 per cent elongation in two 
inches. Primary buying officials to be 
contacted in introducing this product 
are superintendent, purchasing agent, 
maintenance engineer and chief en- 
gineer.—The Lincoln Electric Co., 
Cleveland, Ohio.— MILL SUPPLIES, 
January, 1938. 


Atomizer Head 





\X 


Hollow Jen of Aw 


Patents Pending 


A new atomizer head or air cap 
for paint spraying guns is now on 
the market. The jets smoothly atom- 
ize synthetic enamels, paints, lacquers 
and other like materials with finer 
and wider sprays. Spray widths, with 
the usual air pressure and_ using 
either siphon or force feed, have at- 
tained great fineness and width, atom- 
izing to the edges of the spray. The 
head is desirable in the spraying of 
synthetic enamels which are difficult 
to atomize and must be applied with 
a uniform width and smoothness so 
as to avoid sagging and orange peel. 
The high gloss of synthetic enamels 
generally accentuates any surface or 
undercoat defect, therefore, the manu- 
facturer says, this head which will 
finally and equally apply this material 
to prevent these defects is satisfactory 
for spraying operations. Primary 
buying officials to be contacted in in- 
troducing this product are super- 
intendent, purchasing agent and 
maintenance enginecr.—The Alexan- 
der Millburn Co., Baltimore, Md. 
MILL SUPPLIES, January, 1938. 


Wrench Attachment 
Box wrench attachment for tension 
indicating wrenches has been intro- 
duced to the industrial field. Made in 
close sweep and wide sweep types, to 
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The law of averages is a great tool 
for the industrial salesman . . . but 
our special offer is better. Here is a 
plan that will boost the percentage 
of those you sell, 

Tell your customers they can send 
for a ream or fifty yard roll of Jewel 
Abrasives best suited to their needs 
—use up to one-half—then if their 
costs are not lowered, your customers 
can return unused portion to us... 
and no bill will be sent. 

Carried out through you, this offer 
will increase your sales of abrasives 
and your profits on this item. 

You will find it worthwhile to 
send coupon for full particulars of 
this offer. Abrasive Products, Inc., 
South Braintree, Mass. Branches in 
New York, Chicago, Philadelphia, 
Los Angeles, Detroit and St. Louis. 


SSCS CSS eeeeeeeeeeeeeeeeeeeteeneeaae 
Abrasive Products, Inc. 

South Braintree, Mass. 

Gentlemen: Please send me full details of 
your free offer and how I can successfully 
use it in contacts with my customers. Also 
tell me about Masterpak—your new package 
that insures delivery of abrasives factory new. 








Name 
Firm 
Address 
ASR, 


awe 
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Why is it called 
“LIGHT-VESSEL” 
Chain? 


Not because there is anything lightweight about 


oe See ee See ee ee oe ee ee te ee Yee ee 


it—but because it affords a permanent anchorage 
for the Government’s “floating lighthouses’’—so 


vital to the safety of shipping. Since this duty 


requires the highest-grade Chain, McKAY is a 


prominent factor, based on 


2 


. 
i 
a) 
' 
‘ 
i 
* 
1 
~\ 
!) 
| 
. 


“McKay's 50 years of knowing bon.” 


A-No. 1 quality in welded and weldless Chain is 
standard practice with . . 


Ce om lame -_— 


== 


THE McKAY COMPANY 


McKAY BUILDING PITTSBURGH, PA 


— 


~ 


Formerly U.S. Chain & Forging Co 


¢ 






















MANUFACTURERS MAKE YOUR SELLING 


Fasier 







by telling the 
merits of their 
products to your 
best prospects in 


FACTORY. 





FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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take care of nuts in_ inaccessible 
| places, as well as those which are 
| readily accessible, the attachment is 
| of chrome-Vanadium steel with plated 


fittings. Both types of wrenches may 
be obtained with either a j-in. or §-in. 
double-hexagon opening. These at- 
tachments also have 3-in. square open- 
ing for use with standard }4-in. square 
drive pocket handle and attachment. 
Primary buying officials to be con- 
tacted in introducing this new product 
are tool room foreman, maintenance 
engineer, purchasing agent and super- 
intendent.— Bonney Forge & Tool 
Works, Allentown, Pa.—MILL Svup- 
PLIES, January, 1938. 


Flue and Furnace Brushes 





These brushes, because of their con- 
struction and special type of rust- 
| proof steel, are said to outlast ordi- 
nary flue and furnace brushes four 
to six times. In addition, the manu- 
facturer claims, they are more resil- 

| ient and clean better. The brush 
| always looks well as it is not affected 
by moisture or vapor and retains its 
original brightness. Primary buying 
officials to be contacted in introducing 
this product are superintendent, pur- 
chasing agent, and chief engineer.— 
Schaefer Brush Mfg. Co., Milwaukee, 
Wis.—MILL SuPPLIEs, January, 1938. 


Half-Inch Electric Drill 


This one-half inch heavy-duty pro- 
| duction drill recently placed on the 
| market has been designed for con- 
tinuous work on hard jobs. The man- 
ufacturer claims the drill to be half 
the size and half the weight of the 
| old-style one-half inch drills. It has 
| a free speed of 450 r.p.m., weighs 




















9; lb., and has an overall length of 
12 in. The drill is of modern stream- 
line design and can be used in re- 
stricted quarters. It can quickly be 
converted into an accurate drill press 
by mounting on a drill stand. Ma- 
chined, heat-treated, helical gears 
and full ball-bearing construction 
help to reduce noise to a minimum. 
Primary buying officials to be con- 
tacted in introducing this product are 
purchasing agent, chief engineer and 
plant manager.—Independent Pneu- 
matie Tool Co., Chicago.—Miut Sup- 
PLIES, January, 1938. 


Blasting Machine 





A new moderately priced small size 
blasting machine designed for clean- 
ing small parts, consists of a number 
of independent tables, the number and 
diameter of which can be _ varied. 
These tables are mounted on a spider 
which carries them directly on the 
blast zone. A motor-driven steel disk 
contacts the tables, rotating them 
eight times each foot of travel. All 
work being cleaned is fully exposed 
to the blast, the tables carrying the 
work turn constantly while in the 
blasting zone. The unit throws abra- 
sives by centrifugal force. Hairlines, 
cracks, and minute defects in products 
being cleaned are completely exposed 
and the brilliant finish obtained sim- 
plifies final inspection. A speed re- 
ducer on the table drive permits vary- 
ing the speed of work and prevents 
the possibility of over- and under- 
blasting. Any desired finish may be 
obtained by using the proper size shot 
or grit and adjusting the table speed 
for correct blast exposure. Dust seals 
are provided throughout the machine. 
Primary buying officials to be con- 
tacted in introducing this product are 
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WALLEY ELECT 


4221 FOREST PARK BOUL 


Address the Factory or Our Nearest 


Warehouse: 
CHICAGO, 726 W. Washington Bivd. 
PHILADELPHIA . 12th & Olive Sts. 
NEW YORK ... . 47 Murray Street 
LOS ANGELES. . 1015 East 16th St. 


@ Where accuracy and speed are a major 
consideration sell Valley Grinders. The 
high quality of these grinders has been 


his enviable reputation is a strong sales 
tool for more sales and good profits. Many 
distributors are realizing profitable re- 
turns—why don’t you? 


Specifications — Bench Type 


Single phase — repulsion induc- 
tion — not split phase — oversize 
ball bearings — heavy shafts — 


wide wheels—tool rests adjustable 
to wear of wheel—complete with 
cord, plug and switch, and wheels. 
Three phase motors can be supplied. 
Also manufacturers of pedestal 
grinders—'% to 5 H.P. 





10” Bench Grinder 
1 horsepower 

















@ You have heard and you've been told a lot 

about them—so give them a trial while you 
are thinking about it. Every cap screw we make is 
full finished —head to point—and a Class 3 fit is 
standard. Thread accuracy and tensile strength is in- 
sured by the care with which we manufacture cap 
screws. Made by the Kaufman Process, patented, our 
own plant development, you can be certain that 
Cleveland Cap Screws offer you full value from 
any viewpoint. THE CLEVELAND CAP SCREW 
COMPANY, 2931 East 79th Street, Cleveland, Ohio. 
CLEVELAND CAP SCREWS 
Hes fa 5 SET SCREWS + BOLTS AND NUTS) 


Pato MS Ka edlistded Lis ai ctapcabutahate ES AREAL 








MILL SUPPLIES © JANUARY 1938 131 

















QUALITY 
OILERS 


IN ALL STYLES AND SIZES 


Improved Hydraulic Pump 
Oilers are representative of 
Eagle’s profitable products 
for distributors. Easily 
operated thumb lever gives 
positive control of flow. No 
soldered connections. No 
pump leathers. Coppered 
finish. Write for catalog 
showing complete line. 


EAGLE MANUFACTURING CO. 


Wellsburg West Virginia 














we www www 





Write for your copy! 


DARNELL 
Caster & Wheel 


MANUAL 


A complete 192 
page manual that solves your customer's 
caster and wheel problems, and points 
the way to greater 
Profusely illustrated 


Not a mere catalog. 


profits for you. 
with descriptive 
diagrams! 


Darnell Corporation, Ltd. 


P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 


Al lt lt ll lt. 
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superintendent and purchasing agent. 
—The American Foundry Equipment 
Co., Mishawaka, Ind.—MILL SuPPLIEs, 
January, 1938. 


Air Motor Drive 


A new air motor drive unit for 
agitators built integral in paint 
drums offers an efficient and safe 


method of agitating paint in shipping 
containers prior to its delivery to the 


material speed system in the finishing | 
department. Included are two drivers, | 


one for 4-in. square and one for §-in. 
square on the rotary shaft. These 
drivers are threaded to fit the thread 
on the drive shaft. An adapter with 
13-in. and 23-in. straight male thread, 
and 1}-in. female pipe thread to fit 
the openings in the paint drums is 
also included. The unit is extremely 
portable, and may be transferred 
from one drum to another in a few 
minutes’ time. The unit will operate 
from a 1 h.p. or larger air compressor, 
dependent upon the speed of agitation 
required. The speed of the motor is 
adjustable from 10 r.p.m. up. Primary 
buying officials to be contacted in in- 
troducing this product are superin- 
tendent, chief engineer, foremen and 
purchasing agent.— The 
Co., Toledo, Ohio. — Mim 
January, 1938. 


SUPPLIES, 


Mallets 

















The mallet illustrated above can 

machined to make any special 
shape, with a knife, saw or file. It is 
obtainable in many sizes. 
no metal parts and the mallet is not 
loaded but increased weight without 
increased size is obtained through the 
special composition of the mallet. An- 
other of its features, it is an insulator 
for electricity. These mallets vary in 
hardness from light to heavy, which 
means that the lighter mallet is quite 
hard whereas the heavier mallet is 
correspondingly softer, which makes 
a satisfactory condition for the pur- 
pose for which the mallets are used. 
Primary buying officials to be con- 
tacted in introducing this product are 
foreman and purchasing agent.— 
Martin Bersted Co., Chicago, Ill.— 
MILL SUPPLIES, January, 1938. 


be 


Variable Speed Transmission 


A transmission unit for a wide 
range of speeds, recently placed on 
the market, employs standard V-belts 
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There are | 


PARTIES OF 


| 


| tion improvements that IMPROVE. We 


DeVilbiss | 





YOU- 
WE 


ARE 





THE FIRST PART ....... 


We pool our resources to give the party of the 
Second Part—the customer—the worth of his 


ESCO 
RESPIRATORS 
DUST MASKS 


We have put experience, fine materials, crafts 
manship and good will into these safety de 
vices. We have incorporated in their _— 
ave 
made them strong and light and comfortable. 
We assure you they will please and satisfy 
all king d protection from dusts, fogs, 
mists, and fumes. Last, they are attractively 
priced. This is our contribution to the deal with 
the Party of the Second Part. 

You add skilled handising—which i 
educating him to get the most for his money. 
Since he does that when he buys CESCO, let 
us cooperate to build up three-way satisfaction. 
Write for catalog sheets, dealer helps, and 
prices. 


CHICAGO EYE SHIELD CO. 
2329 Warren Boulevard, Chicago, Ill. 
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Ease the Barrow-loading 


around your Plant with properly 
constructed, time-saving units 





—By LANSING 


New F-4!/2 


For easy loading 


A-18 Tubular Steel 


Large pressed tray, 


i . | — with- 

and dumping. 14-gauge stee t 
i . Capacity 
Never-slip axle, re- out seams Yy 
; “ 275# coke or 4302 
se f A me. cal, Sterds, wall 
ep tray apec- braced. Top flanged, 


ity 4'/. cu. ft.) for 
mortar, concrete, 
etc. The 16” wheel 
with pneumatic 
tires makes easy 
wheeling. 


rod — 
breaking 


reinforced by 
prevents 
edges. Size 33” x 42”. 
Extra bend in frame 
brings wheel under 
load. 

These, or any of the big line of Lansing 
barrows are profitable investments. Get 


bulletin of full Line—with prices. 


LANSING COMPANY 


LANSING, MICHIGAN 


Chicago Kansas City Minneapolis 
San Francisco Boston 
Los Angeles New York Philadelphia 



































Gor FASTER... 
NEATER WORK 


F for ec y. Gardiner Flux- 
Filled Solder also provides the uniform 
high quality that speeds up produc- 
tion... as- 
sures high 
tensile 
strength. 
Unpar- 
alleled pro- 
duction 
methods 
Permit 
Prices 
lower than 
cost of even 
ordinary 
solder. Avail- 
able in both 
acid and 
rosin core, in 
various al- 
loys and core sizes ... and gauges as 
small as 1/32 of an inch. Full line 
includes solid wire, bar, drop and 
pellet solders ...as well as babbitt 
of all grades. 








Available in 1, 5 and 
20-Ib. spools. 








4) 


lardiner = 
CA 
4833 S. Campbell Ave., Chicago, III. 











ECONOMY 


HOLLOW SET 


SCREWS 


ECOMOMY 
Satety Bet Serewe | 





‘f 


MADE OF ALLOY STEEL 


There's an old adage about fine Goods 
coming in small packages. The box 
above is only 3”x3”x3” but what a 
wallop it carries in STRENGTH & 
HOLDING POWER with its 100 ECON- 
OMY HOLLOW SET SCREWS made of 
alloy steel "The Economy Way.” 


Try them on your next job! 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 














which run over adjustable Bakelite 
pulleys. In the unit illustrated the 
output shaft runs at 90 r.p.m. at the 
slow speed and on 4300 r.p.m at the 
high speed. This is a ratio of over 
45 to 1. Another provision is that 
the alignment between the pulleys and 
belts is automatically maintained 
throughout the entire range of the 
variable speed ratio adjustment. All 
standard makes of belts are adapt- 
able to this transmission. A _hand- 
wheel on the cabinet controls a toggle 
lever of the pulley for changing speed. 
There is a speed indicator built into 
the unit and the dial is placed in a 
convenient position for easy reading. 
The output shaft may be coupled di- 
rectly to the product that is to be 
driven; or a V-belt may be used on 
the pulley. The unit shown has a 
4-h.p. motor mounted on top of the 
unit. The motor, however, may be 
mounted in various positions on the 
housing or inside so that the entire 
unit may be used to form a base or 
leg of the machine it drives. Primary 
buying officials to be contacted in in- 
troducing this new product are, super- | 





intendent, chief engineer, maintenance 
superintendent and purchasing agent. | 
—The Speedmaster Co., Minneapolis, 


| Minn.—MILL Suppuigs, January, 1938. 


Portable Brinell Instrument | 








A light weight, portable Brinell 
instrument that can be carried easily 
to the job is said to simplify metal 
hardness tests in the field, remote 
from laboratory facilities and around 
industrial plants. It can be used in 
close quarters and can be applied to 
parts and equipment. It eliminates 
both the necessity of dismantling the 
equipment to be tested and transport- 
ing specimens to the laboratory. Sim- 
plicity, convenience and the ease with 
which it can be carried are indicated 
by the fact that the combined weight 
of the outfit and carrying case is 64 
lb. According to the manufacturer it 
is not affected by hot or cold weather 
and is built to stand hard use. No 
training or previous experience, it is 
claimed, is necessary to operate it 
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| Dumore, c/o The Dumore Co., 
















_ JIMMY 
DUMORE 








Yep, the sweet thing about selling Dumore 


lathe grinders is: Once sold they never let 
you down. Here's an example—after three 
ordinary grinders “cracked up" trying to 
grind a 10-inch ring of chilled cast iron, a 
grinding specialist suggested setting up a 
Dumore No. 12 "Chief" as shown. Well, sir, 
in jig time the job was done. But then, lick- 
ing tough jobs, cutting costs and making 
neater finished products is a habit with Du- 
more lathe grinders. No wonder The Stand- 
ard Machinist Supply Co. of Pittsburgh pile 
up the profits by putting a little special effort 
behind Dumore tools. Write today for our 
new brochure "Dumore Cooperates."' Jimmy 


Racine, Wis. 














No. 382A QUART SIZE 
THE MECHANIC'S FAVORITE FOR 
THREE GENERATIONS. 


OTHER C & L TORCHES 


No. 99 Pint Size—Midget Flame for 
small size copper tubing work. 


No. 252 Flat Pint Tool Kit Torch. 


| No. 308 Quart Size—With sub-flame 
for extremely cold or windy weather. 


| No. 325 Quart Size—For heavy duty. 
| No. 225 Two Quart Size—Heavy duty 


burner. 


CLAYTON & LAMBERT 
} MFG. CO 
| DETROIT 


MICHIGAN 
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Aggressive 
Distributors 
PLAN AHEAD with the 





y-hY 
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cialt 
istied ders 
1 n {oF 
Xp. ulact repe® creates 
Pop insure © ratio® 1g20 
Safety _Close _ e le 
Valve ,adition® $a 





J. E. LONERGAN CO. 


213 RACE ST. PHILADELPHIA, PA 


COLLIS 


SLEEVES... 
... SOCKETS 








Standard Type 
and 
Use-Em-Up Type 




















Magic Type Chucks 
and Collets 


Lathe Centers 
Drill Chuck Arbors 
Drill Drifts 


SERVICE 
QUALITY 
ACCURACY 
DEPENDABILITY 




















THE COLLIS COMPANY 


CLINTON, IOWA 
PE A A A 
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| accurately. The outfit is composed of 
the instrument proper, a bar of known 
hardness, a microscope with a scale 
| etched on its focal plane and a slide 
| rule, packed with extra test bars and 

impression balls in a small case. Pri- 

mary buying officials to be contacted 


in introducing this product are super- | 


| intendent, engineer, purchasing agent 
| and maintenance engineer.—Teleweld, 
| Ine., Chicago, 
| January, 1938. 


Pipe Wrench Chain 


A new improvement in the chains | 


used on pipe wrenches is a scientifi- 
cally heat treated type of steel to de- 
velop the necessary physical properties 
in the metal. 


great risks on the strength of the 
chain pipe wrenches. Each chain has 
a rust-proof finish. The chains are 
also equipped with a master link so 
that they will fit any make of wrench. 


mary buying officials to be contacted 
chasing agent, superintendent, main- 
tenance engineer and foreman.—The 


| Billings & Spencer Co., 
Conn.—MILL Supp igs, January, 1938. 


Welding Hose 





This welding hose for oxy-acetylene 
| work is of single unit construction 


| to pass through. 


| and flexible. It withstands abrasion, 
| sharp corners and broken edges. The 
lanes are decagonal in shape and can- 
not roll under foot. The hose is made 
in 3-in. size only, but is furnished in 
convenient continuous lengths up to 
300 ft. A separation between the two 
conduits allows attaching to any 
standard equipment. Primary buying 
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Ill.— MILL SuPPuigs, | 


This will be of interest | 
to oil field workers and those who take | 


Each chain is boxed individually. Pri- | 


in introducing this product are pur- | 


Hartford, | 








, 


uality 
sells ttself” 


—that's why the OTTEMILLER 
line means profitable repeat 
sales to so many distributors. 


@ OTTEMILLER has won a wide- 
spread reputation for quality. Dis- 
tributors everywhere are finding this 
source a reliable one for their require- 
ments in screw machine products. 

@ OTTEMILLER'S line is complete. 
Every requirement for cap screws, set 
screws, coupling bolts, milled studs, 
and the like can be filled promptly. 


| 
| 





@ OTTEMILLER guarantees maxi - 
mum cooperation with distributors. 
Let us give you complete information 
about our line and our policy. 








Wm. H. 
OTTEMILLER CO. 


YORK, PA. 


We also manufacture Dardelet Thread Screws 
































You Can Get 
The Right of Way in Sales 


ADVANCE-BADGER LINE 


OF CAR PUSHERS AND 
- CAR WRENCHES 







THE POWER KING 
CAR MOVER 





THE ADVANCE 
SAFETY CAR WRENCH 


There is nothing to block your sales efforts 





| of users know the many advantages of mov- 
| with two separate lanes for the gases | 
It is made with a | 
thick, large cover that is tough, soft | 


with the Advance-Badger Line. ousands 


ing cars on railroad sidings with these fine, 
reliable car pushers. The name Advance- 
Badger is well known, the car pushers prove 
their superiority on first demonstration, and 
there is opportunity right now for many, 
many more profitable sales. 


Where there is a need for car pushers, there 
is the right Advance-Badger type to make 
the sale—also the Safety Car Wrench for 
tripping trap doors in gondola cars, 


The Advance Car Mover Co., Inc. 
Appleton, Wisconsin 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 
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DE-STA-CO Arbor Spacers for 
milling machine arbors—in the new 
cellophane package—bring added 
profits to the Dealer. 


Complete stock takes but little space, 
and requires only a small outlay. . . 
Properly displayed these spacers sell 
themselves . . . Customers who come 
in for other items buy them. . . Sales 
are increased ... Dealer profit is gen- 
erous—full dealer co-operation. 


Standard packages contain 25 spacers 
of assorted thicknesses, retailing at $1. 


Write now for dealer’s proposition. 


DETROMW STAMPING CO. 


e ESTABLISHED ‘sis e 


3439 W.FORT ST. DETROIT, MICH. 
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LOOSE PULLEYS 





. . « . MAKE MONEY ON | 
INCREASED PLANT ACTIVITIES 


@ Plants are constantly modernizing 
because of increased activity. Distribu- 
tors can cash in on this activity by 
offering money-saving Daggett Pulleys 
to the plant managers who realize that 
plant shutdowns are costly. 

Daqgett engineers are at your service to 
give you the benefit of their long ex- 
perience and show you why it is profit- 
able to sell these Pulleys. Write! 


7. 


CHICAGO PULLEY G&G 


SHAFTING CO. 


21 N. Des Plaines S CHICACO, ILL } 
| 





| officials to be contacted in introducing | 


this new product are superintendent, | 
purchasing agent, chief engineer and | 


maintenance superintendent.—Quaker 
City Rubber Co., Philadelphia, Pa.— | 


MILL SUPPLIES, January, 1938. 


Elbow-Propeller Pump 





A new line of elbow-propeller type 
circulating pumps to handle not only 
water but also semi-viscous liquids, 


especially liquors, sugar juices, paper | 
stock, and the like, is offered to the | 


industrial field. The new pumps, com- 
pact and sturdy in design, may be in- 
stalled in pipe lines for booster or 


| circulating service, the small number 


of vanes and large openings provid- 
ing a large streamline flow channel. 
Internal bearings and ball-type thrust 
bearings are provided and the units 
are suitable for any type of drive. 
Ranging in capacity from 1,000 to 


2,000 g.p.m. and heads up to 20 ft., | 


this new line of pumps should find 
a market in the sugar, process-chem- 
ical fields. Primary buying officials 
to be contacted in introducing this 
new product are superintendent, pur- 
chasing agent and chief engineer.— 
Worthington Pump & Machinery 
Corp., Harrison, N. J.—MILL Sup- 


| PLIES, January, 1938. 


Four-Spindle Threading 
Machine 

















The four-spindle threading 
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ma- CA 
chine is of the semi-automatic type | 

























MORGAN VISES 


strong--rigid--dependable 


..... Will make 
profits for you... 

















Stationary Jaw and Swivel Base 


Rigidity—the most important factor in a vise is an 
outstanding feature of Morgan Vises. Careful and 
accurate machining of the sliding bar, working to 
close limits, insures this extra rigidity. Strength 
is obtained and maintained by the use of a spe- 
cial charcoal iron casting. Jaws are diamond 
cerated to insure a firm gripping power. 

30 years of right manufacturing is back of every 
sale of Morgan Vises. They are fully guaranteed 
against faulty material or workmanship. You can 
profit by selling vises that stay sold because of 
such outstanding features. 


MORGAN VISE COMPANY 


108-112 N. JEFFERSON ST. CHICAGO, ILL. 








Money Saving Uniformity 
In These Carriage Bolts 


So alike you can’t tell them apart, Triplex 
Carriage Bolts assure you quick low-cost 
assembly. Faultless threads the accu- 
rately formed nut can spin tight on. True 
squared under head, so they fit snug. 
Electric heat-treated, quenched in _ rust- 
resisting oil. Buy Triplex for worryless 
economy. Write for samples and prices. 


THE TRIPLEX SCREW CO. 


5307 Grant Ave., Cleveland, Ohio 


IPLEX 


AND SET SCREWS, BOLTS AND NUTS 
Millions sold — millions satisfied. 
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WIREGRIP comes on processed cards that 
prevent waste—every hook can be used. Pro- 
tects fingers. Applied with WIREGRIP Lacer 
or any other standard lacing 

machine. (Pat. app. for.) 


LACING 


STEELGRIP is a stronger lacing 

for all power and conveyor belts. 

Clinches smoothly into belt, compresses ends, 
prevents fraying. 2-piece hinged rocker pins, 
8 sizes. In boxes or long lengths. 


WRITE FOR CIRCULAR 


ARMSTRONG BRAY & CO. 


"The Belt Lacing People” 
310 N. Loomis St. Chicago, U. S. A. 


| is actuated by hand. 
| eyecle of this maehine reduces the | 








BALDOR 
scaunc GRINDERS 


HEAVY DUTY— 
Won't Burn Out 


Now Streamlined 


NO. 800—', H.P. totally enclosed ball-bearing 
motor. 1700 R.P.M. 8x!" wheels. GUARANTEED 
2 YEARS AGAINST BURN- 


out 8 00 

ASK FOR 48” 

BULLETIN ON COMPLETE LINE 
BALDOR ELECTRIC CO. 


(Electrical Mfrs. for 17 Years) 
4364 Duncan Ave. ST. LOUIS, MO. 





BALDOR GRINDERS 
built by Motor Specialists 





| in which the movement of the diehead | 


spindles and the opening of the grip 
The operating 


manual labor to merely placing and 

removing the work from the grip. 

The four diehead spindles are closely | 
coupled making it unnecessary for 

the operator to move from one posi- | 
tion to place the work in any pair of 

grips. The cycle of the machine is 

controlled from a fully-enclosed pick- 

off type gear box located at the rear. 

All gears that operate at high speed 

are cut from 1045 S.A.E. steel, and 

are heat treated to insure maximum 

wearing qualities. All gear shaftings 

are bushed. The gripper jaws are 

opened by a rod and lever mechanism 

which is operated by the same cam 

that returns the diehead. This ma- 

chine employs a 5-hp. motor, mounted | 
within the bed of the machine. Pri- 

mary buying officials to be contacted 

in introducing this new product are 

superintendent, purchasing agent, and 

master mechanic.—Landis Machine 

Co., Waynesboro, Pa.—MILL SUPPLIEs, 

January, 1938. 








Trade 
Literature 





STEARNS 


LOW COST FAUCETS 


Be sure to stock Stearns faucets. It is a 


| profit-making line. Low in price but high in 


dependable quality. Absolutely leak-proof. 
Guaranteed to hold all petroleum products 
and other non-corrosive liquids. Made of 
close-grained grey iron—cadmium plated. 


“SELF-CLOSING” 
Faucet No. 60 
%” U. S. Std. Pipe 
Thread. ” Flow, 
Special impregnated, 
permanent leather 
valve facing. No re- 
placement necessary. 


*"LOCK-LEVER' 
Faucet No. 50 


%” U. S$. Std. Pi 
Thread. %” Fi 
Plug ground to each 
barrel. Spring washer 
holds tight joint. 


OIL AND MOLASSES GATES 


We offer a full 
range of sizes and 
styles — available 
for immediate de- 
livery. Lockfast 
and Perfection pat- 
terns. Sizes '/,” to 
6”. Pipe thread, 
wood thread, 
flanged and porcelain lined. 


Write for circular, price list and discounts. 


E. C. STEARNS & CO., SYRACUSE, N. Y. 








SELF-LOCKING SCREW THREAD 
—These attractive two color folders, 
No. 16 and 17 feature the Dardelet 
self-locking bolt and nut and the self- 
locking cap and set screw. The bul- 
letins show the various features of 
the product, its application, types, 
methods of assembly, sizes and tables 
of thread and tap data of both the 
bolt and screw. Construction features 
are clearly pointed out by diagrams 
and descriptive matter. — Dardelet 
Threadlock Corp., 55 Liberty St., New 
York City. 


ACCO PRODUCTS — This _ booklet 
comprehensively indexes over 200 
different products; gives a breakdown 
of ACCO divisions and _ products 
manufactured by each unit and shows 
a list of sales offices and warehouses 
for speedy handling of orders. It is 
conveniently sized, 84 in. by 3% in., 
to fit a desk file. In all, this book 
contains 12 reference pages.—Ameri- 
can Chain & Cable Co., Inc., Bridge- 


port, Conn, 


PLASTIC COATING—A catalog on a 
| corrosion-proof, sprayable plastic 
| coatings for concrete, steel and wood 

has recently been introduced. This 
| bulletin, done in two colors, contains 
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TRIPLE 
CONVENTION 1938 
May 9-10-11 
* 

At The 
William Penn Hotel 
Pittsburgh, Penna. 
* 

Over 
400 Reservations 
have already been made 
= 


MILL SUPPLIES 
330 W. 42nd STREET 
NEW YORK CITY 
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Trade Mark registered U. S. Patent Office 


Take the easy way out in 
1938 by using the 


Jamous “ATLAS” 
MANUAL FREIGHT 
CAR MOVERS 


They have a reputation second to 
none. Your distributor is ever 
ready to supply your demands. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 North 30th St., Milwaukee, Wis. 


(Formerly Appleton Car Mover Co., 
Appleton, Wis.) 





| eight pages 
| pictures 
| “Amercoat” 


| interesting in 
possible to make such a subject. A | 


| information. 
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“THERE IS A SHERMAN CLAMP FOR 
EVERY PURPOSE” 


SHERMAN 


HOSE CLAMPS 
SOLID BRASS 


Sherman Hose Clamps are 
made of heavy wrought 
brass clear through . . . can 
. . have been 
the world's standard for over 
40 years . . . Sold by lead- 
ing jobbers everywhere . . . 
Write for and 
catalogs. 


never rust . 


quotation 


* 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK MICHIGAN 
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filled 
vivid 


with application 
and 


Concrete & 
Angeles, Calif. 


Steel Pipe Co., Los 


THERMOMETER — The new 
is as free from technicalities and as 
arrangement as it is 


brief story on the value of thermome- 
ters is followed by separate descrip- 
tion of the thermometers 
with the manufacturer. Here every- 
thing is done to help the reader find 
what he wants. The story of each 


| class is complete and continuous. Its 
| appearance, its range characteristics, | 
its thermal system and special bulbs | 
| are all illustrated and described with- 
in the limits of four pages. The same | 
| plan is followed for other sections of | 
Everything is groyped | 
| under easily recognizable headings.— | 
| The Foxboro Co., Foxboro, Mass. 


STEEL —A _ beautifully illustrated 


blue and silver-covered book contain- 


ing 28 pages printed on Sepia stock 
has just been published. It is on the 
general subject of quality control. The 
publication is 11 in. by 15 in. in size 
and contains many pages of pictures 
and facts of interest to buyers and 
users of steel. It tells how greater 
stress was laid on the preservation 
of quality during handling, storing 


and shipping operations. The volume | 


explains in detail the new plan, fea- 


| turing the degree of quality control. 


In addition, the book contains a digest 


of both standard and special alloys. 


A brief summary and description of 


other steel products, plus suggestions | 


for the Heat-Treater, are included in 


this story of quality steel.—Jos. T. | 


Ryerson & Son, Chicago, Ill. 


WIRE 
illustrated booklet describing 
products is available. 


from watch spring wire to tool steel 
drill rods. Included is a 
table of drill rod weight 
foot, and list prices per 


sizes, 


Pa. 


GEAR PUMP —An attractive 
and green colored folder on gear 
pumps has been released to the trade. 
The pump is fully illustrated and 
amplified by written description. Par- 
ticular attention is given to the gear 
tooth structure of the pump.—W. F. 
& John Barnes Co., Rockford, Il. 


CENTRIFUGAL 
page, two-color bulletin No. 805 de- 
scribes centrifugal pumps for general 
industrial service pumps for 
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descriptions of 
and its uses.—American | 


ther- | 
mometer bulletin, 198-1, just issued, | 


associated | 





PRODUCTS — An eight-page 

wire | 
The pamphlet | 
contains interesting illustrations and | 
descriptions of wire products ranging | 


valuable | 
per | 


pound.— | 
Firth-Sterling Steel Co., McKeesport, | 


black | 


PUMPS—This 15- | 


| 2622 Fletcher St. 


use in | 





YOULL MAKE MORE 


@ because I’m the best in 
the field and satisfy the customer 
so that he always reorders.” 
And, Atkins’ price set-up on Can- 
tol Belt Wax affords a most 
attractive profit to the jobber, 
enabling him to push the line 
and make money. Don’t over- 
look Cantol. Available in bars, 


liquid or paste. 


C. ATKINS AND COMPANY 
Indianggptip > 


ANTOL 471 


F. 
420 S. Illinois St. 


© Complete 
stocks 


© Fast Service 
® Good Margin 


Write for catalog: 


tnd. 


* 





a 
The H. M. HARPER CO. 


Chicago, Ill. 
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The wheel in a RIZBID 
is a thin blade, coined out 
of alloy tool steel, ham- 
mered, heat-treated, assembled in a solid 
hub. Gives you far more cuts per wheel. 
Assures quicker, easier, cleaner cuts, 
practically no burr. Re-inforced cutter 
housing guaranteed not to break or 
warp, always cuts true. Find out why 
hundreds of thousands of users take 
pride in owning the RIGID. Sell 


economy and better cutting, stock the 
better looking RITAID. Write us 
today. 





THE RIDGE TOOL CO.., Elyria, O. 


Riktb 





The high quality of Victor Belting 
assures customer satisfaction... 
brings repeat orders. 

Of equal importance is the fact 
that Victor produces the most 
complete line of textile belting 
in the world...and can, there- 
fore, offer you the “right” belt 
for your particular requirements. 


Write for Printed Matter 
VICTOR 


53 Park Place 





BALATA & TEXTILE 
BELTING COMPANY 

New York 
345 West Hubbard Street 


Chicago 


FACTORY: Easton, Pennsylvania 
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particular industries. Of particular 
interest are the rating tables for 
centrifugal pumps, showing the head, 
capacity and motor sizes at various 


| r.p.m., and of different cycle speeds. 


Also, there is a great deal of useful 


| general pump data. “How to Figure 


| removal 





a Pumping Problem” and factors that 
must be ascertained will be particu- 
larly useful to many. The bulletin has 
been punched so that it will fit into 
any salesman’s folder.—Dayton-Dowd 
Co., Quincy, Ill. 


VALVES—A miniature booklet en- 
titled “Controlling Valves Electri- 
cally” has just been issued. The sub- 
jects treated are: “The Problem, 
What Can be Controlled, Use of Pilot 
Control, What Can be Use, Choosing 
the Proper Valve.” It is illustrated 
and in two colors.—American Auto- 
matie Switch Co., New York, N. Y. 


CLEANING MACHINE—The folder 
entitled “Watch That First Step, Mr. 
Car Dealer” is off the press. Although 
it is designed primarily for automobile 
dealers, garages and service shops, 
it also has an important message for 
the man in charge of maintenance. 
On the inside spread there is a story 
of cleaning with the High Pressure 


Jenny that is valuable to any one who | 


has cleaning problems involving the 
of grease 
floors, walls, 
windows 


machinery, 


and building exteriors.— 


Homestead Valve Manufacturing Co., | 


Corapolis, Pa. 


SAFETY DEVICE—Just issued is an | 





and dirt from | 
industrial | 





SURE-GRIP 


HOSE CLAMPS 
Hold Any = gph 









Pressure 
the Hose 
Will 
Stand 


No mat- 
ter what 
the need 
may be, you 
can fill every 
hose clamp 
demand with 
Sure-Grips and feel certain they will 
give dependable service. 


In plant maintenance or on manufac- 
tured products, one of the more than 
100 sizes will prove satisfactory. Each 
Sure-Grip clamp, nut and bolt is gal- 
vanized separately, leaving no raw 
edges to corrode. 


Write for prices. 


J.R. CLANCY, Inc. 
Syracuse, N. Y. 








eight-page bulletin on a gas burner | f 


safety device designed to prevent ex- 
plosion. The bulletin is 84 in. by 11 
in., and cut to fit in a salesman’s fold- 
er. It is done in two colors and con- 
tains typical operating diagrams and 
installations, together with full de- 
scription of the features and uses of 
this device.— Wheelco Instruments 
Co., Chicago, Iil. 


STEAM PUMPS—As 





described in | 


Bulletin 6205, the steam pumps are | 
| suitable for a wide range of pumping | 


applications. They have been designed 


| to pump water, oil and similar liquids 
| at pressures up to 420 sq.in., in quan- 
| tities up to 464 g.p.m.—Fairbanks, 


Morse & Co., Chicago, Ill. 


| ARC-WELD-— “How to Change Over to 


Welded Design for Profit” is the title 


| of a new 32-page, 84-in. by 11 in. 


| illustrated 


bulletin just published. 


| Intended as an aid in applying electric 


welding to the design of machines 


and machinery structures, the new | 


bulletin sets forth the experiences of | 
many manufacturers who have rede- | 


signed their product for arc-welded | 
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BELTING PRODUCTS 


e Careful, expert manufacture of all Globe 
Products assures you of consumer ac- 
ge with complete satisfaction... 
Globe makes it easy for you to sell. 


@ There's a Globe Belting and Webbing 
product adaptable to nearly every large 
industry and small business. And in 
every line Globe builds you a sound 
repeat order business. 


@SELL THESE GLOBE LINES FOR 
YOUR BEST PROFITS... 


SOLID WOVEN White Cotton BELTING 
ENDLESS WOVEN BELTS 
Solid Woven Waterproof Apron Webbing 
Treated Belting Spindle Banding 
Harvester Webbing Linen Webbing 
Sifter Brush Webbing And other Webbing 
Shoe Machine Webbing and Belting 
Bolting Cloth Webbing Specialties 


WRITE TODAY FOR INFORMATION| 


ei. 
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+ will 
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TINT METAL—A folder describing 
tint metal has recently been released. 
This circular contains a description 
of the metal and also samples, which 
are pasted in the folder, showing the 
various types, colors and shapes in 
which the sheets are available. Its 
uses and applications are also de- 
scribed. — American Nickeloid Co., 
Peru, Ill. 


FRICTION CLUTCH—A catalog an- 
nouncing a new friction clutch has 
just been printed. The catalog is 
done attractively in red and black, 
and contains an illustration of a 
cross-section of the combination fric- 
tion clutch and flexible coupling. 
There is also a written description of 
the clutch. This pamphlet will fit 
easily into a salesman’s folder.—T. B. 
Wood’s Sons Co., Chambersburg, Pa. 


ENVELOPE STUFFER — A _ new 
folder entitled “Unwrap Galvanized 
Sheets Like Chocolate Bar” is offered. 
The leaflet is designed to help dis- 
tributors sell more galvanized iron 
for all sheet metal uses. There is space 
on the back page for imprinting the 
shop name and address.—The Ameri- 
can Rolling Mill Co., Middletown, 
Ohio. 


HIGH-PRESSURE VALVE—A four- 
page illustrated bulletin recently re- 
leased is attractively done in two 
colors, blue and black. In four pages 
it illustrates and describes a new 
valve with a leak-proof integral seat 
developed especially for high-pressure, 
high-temperature service.—Manning, 
Maxwell & Moore, Inc., Bridgeport, 
Conn. 


ACID-PROOF CEMENTS — This 83- 
in. by 103-in. bulletin describes and 
illustrates the use of the gray, black 
and quick-shutting acid-proof  ce- 
ments. Other like products are also 
described in this eight-page bulletin. 
—Quigley Co., New York, N. Y. 


FORGED TOOLS—A new catalog 
describing and illustrating a line of 
forged tools has recently been re- 
leased. The catalog is an ideal pocket 
size, approximately 5 in. by 7 in. The 
cover is a brilliant red and has an 
attractive design, so arranged that 
there is ample space for imprinting 
the distributor’s name. This 48-page 
catalog features the new line of Vital- 
loy wrenches comprising a line of 
double-end engineers’ double-hex box 
wrenches, textile, construction and 
structural wrenches, and shop tools. 
Also a complete line of carbon 
wrenches for maintenance and shop 
work plus a line of chain type 
wrenches and vises for the oil field 
worker.—The Billings & Spencer Co., 
Hartford, Conn. 





FLEXIBLE SHAFTS—Bulletin No. | 
36 contains interesting data and de- | 
scriptive matter on flexible shafts and | 


flexible shaft machines, giving full 


information as to sizes of machines | 
manufactured and constructional fea- | 


tures of flexible shaft cores and cas- 


ings. Illustrations of rotary files | 
and attachments are also contained | 


in this attractive bulletin—N. A. 
Strand & Co., Chicago. 


PUMPS—A complete new series of 
bulletins illustrating and describing 
horizontal side-suction and double- 


suction pumps, vertical and drainage | 
pumps, condensation pumps and re- | 


ceiving outfits and automatic water 
supply systems have just been issued. 
Included in this literature is com- 
plete data on a new line of horizontal 
service pumps for small capacities 
and high heads. Included in these 
bulletins are performance tables, 
compiled in a manner that makes it 
convenient to select the proper size 
pump for the conditions that have 


been specified—Aurora Pump Co., | 


Aurora, Ill. 


V-PULLEYS—Recently issued is a | 
new bulletin containing complete in- | 


formation on steel V-pulleys. The 


bulletin gives application information | 
and price list covering single groove | 
pulleys for two types of belts. Other | 
products manufactured by this com- | 
also described.—Maurey | 


pany are 
Mfg. Co., Chicago. 


REFRIGERATION — The _ develop- 
ment, perfection and advantages of 
the centrifugal type of water-vapor 
refrigeration, as well as typical in- 
stallation, are presented in a 32-page 
booklet. Standard dimensions, as well 
as illustrations of diversified typical 
applications, are shown in this bulle- 
tin, No. 9144.—The Ingersoll-Rand 
Co., Phillipsburg, N. J. 


WASHERS—A new catalog bulletin 


entitled, “Over 20,000 Varieties,” has | 
recently been published. The bulletin | 


describes the company’s diversified 
washer products and stamping which 
are available to manufacturers to- 
day.—Wrought Washer Mfg. Co., 
2100 S. Bay St., Milwaukee, Wis. 


ARC-WELDING—This 23-page, three- | 


color catalog has many interesting 
application pictures of the various 
arc-welders in all types of industries. 
Outstanding features of the welding 
machines are separately illustrated 
with complete explanations. The cat- 
alog attempts to show that strictly 
modern welding equipment brings 
greater profits and greater savings 
that are not possible with welding 
machines built only a few years ago. 
—The Hobart Bros. Co., Troy, Ohio. 
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EASY TQ SELL 


Because of So Many 


Exclusive Features 


differe™ " 
for Bulletin 

dress: 
Ave 


BLACKMER 


HAND PUMPS 
1905 GtrandD 1938 


FLEXIBLE SHAFTS 
AND MACHINES 
OF HIGH QUALITY 





pe “es to 3 H.P. 
THE LARGEST 
AND 


FINEST LINE 
IN THE WORLD 


TYPES 
vC2—VC4 





PROMOTE 
THE SALE 
OF 
HIGH GRADE 
EQUIPMENT 
IT PAYS 





OUR NEW 
CATALOG IS 
UNDER WAY. 


N. A. STRAND & CO. 


MANUFACTURERS 
5001 No. Wolcott Ave., Chicago 
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QUALITY 
FILES 


FOR EVERY FILING 
JOB IN INDUSTRY 


SWISS AMERICAN 
PATTERN PATTERN 


ALLIGATOR 
BRAND 


The line is complete in 
sizes, shapes and cuts. 
For 25 years they have 
been accepted on the 
basis— 


THERE IS 
NOTHING BETTER 


If you want a real qual- 
ity complete high 
grade file line write 
us— 


THIS MARK IS ON THE TANG 


west he My Z 


TRADE MARK 


CARSON-NEWTON CO. 
NEWARK, N. J. 
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